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DESIGN 


Entirely Original, Exclusive 
Features which Emphasize 
the Advantages of the Book- 
keeping Machine. 








SERVICE 


Personal Service of an Ex- 
perienced Organization 
Before, During and After 
Installation. 











UTILITY 


Meets Every Requirement, 
Working Efhciently with 
All Machines in All Lines 
of Business. 
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in bank and 
trust facilities for 
American manufac- 
turers, merchants, 
banks and individ- 
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SAFE DEPOSIT COMPANY 


a 208 South LaSalle Street 
CHICAGO, U. S. A. 
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A Complete Electric Light and 


Power Plant for Farms 


\ JHERE there is no central electric power sta- 

tion, Willys Light provides abundant light and 
power to flood the home and farm buildings with 
brilliance and aid in making work lighter. Farm 
tasks are handled with less time and effort and the 
hours of relaxation made more enjoyable. The 
pleasures and conveniences this plant offers far out- 
weigh the cost of installation and operation, which 
is surprisingly low. 


The powerful, quiet Willys-Knight Sleeve-Valve 
engine runs with almost no attention. It cranks and 
stops itself. It burns kerosene, gasoline or distillate. 
Willys Light is built by the Electric Auto-Lite Cor- 
poration, the world’s largest makers of electric start- 
ing, lighting and ignition systems for automobiles. 
‘There could be no stronger assurance of the correct- 
ness of every detail of its construction and operation. 
Write Department C for complete information. 


Desirable Territory for Dealers Available 


ELECTRIC AUTO-LITE CORPORATION, WILLYS LIGHT DIVISION, TOLEDO, O.,U.S.A. 


District Offices in: Spokane, Denver, Minneapolis, St. Louis, Detroit, Syracuse, Philadelphia, Dallas, Atlanta 
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The Liberty Bell 
Home Savings Bank 


The Greatest New Account and Subsequent Deposit Builder 


Never in the history of American banking has there been a home savings 
bank invented that can remotely compare to this ‘‘All American’’ savings bank. 
It has a sentimental value not possessed by any other. Results produced for 
hundreds of bankers thruout the United States during 1919 have been phenom- 
enal. ‘The following are comments from prominent bankers. 











Reduced Reproduction of the 
Liberty Bell Home Savings Bank 


The Liberty Insurance Bank, Louisville, Ky., 
under date of Jan. 10-20, says: ‘“The demand 
for the Liberty Bell Home Savings Bank has been 
tremendous and it has been hard to keep up with 
the demand.’” (They have given twelve orders 
since February 7th, 1919. ) 


IT APPEALS 


The Security Savings Bank & Trust Company, Toledo, Ohio, 
says: ‘‘We feel we have only to point to the various orders given your 
company, namely: May 6th, June 13th, July 10, July 29th, September 
10th, December 15th and January 16th, 1920, as the best evidence of 
the popularity of these banks in Toledo. The most attractive feature to 
us is the subsequent deposits that are being brought in.”’ 


TO. EVERY TRUE AMERICAN! 


TIONAL 











Strong 
Construction, 
Convenient Size, 


Bronze Finish. It is a replica of 


the Famous 
Liberty Bell. 


Complete Adver- 
tising Campaign, 
including strong 


It possesses a 
newspaper copy, 


historic, patri- 
window display otic, ornamental 
and : . r and_ sentimental 
Votion Picture = a value. 
Slides 
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A LIBERTY BELL WINDOW DISPLAY arranged by the National City Bank, Cleveland, Ohio. 


The St. Augustine National Bank, St. Augustine, Fla., under date of Jan. 13, 1920, says: ‘*Our initial order placed on 

July 28th last was practically exhausted the first day. Our second order went equally as fast 
and on October 3rd we entered our third order, which was for 1000. Up to the present time 
we have opened nearly 1000 accounts and our savings deposits are considerably over $150,000. 


We have heard nothing but favorable comments concerning the Liberty Bell Banks. We are, 
indeed, pleased that we were able to secure them.”” 


The National City Bank, Cleveland, says: ‘“The Liberty Bell Bank produced for us 
as high as 138 new savings accounts in a single day.”’ 


Full information concerning our service for bankers FREE for the asking. Write now! 


THE BANKERS SAVINGS & CREDIT SYSTEM CoO. 
Capital - $225 ,000 


Producers of Deposit Building Folders, Home Safes and Document Boxes. 
Exclusive Developers of Savings Accounts Under Guarantee Plan. 


Madison Ave. and W. 103rd Street CLEVELAND, OHIO. 





Our Champion Home Bank 
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The Autobiography of an 


Unsuccessful Banker 


By WILLIAM ASHDOWN 


UCCESS is a word 

of many interpre- 
tations. Itisarelative X= 
term—a comparative 
virtue. Men succeed 
or fail according as they 
measure up to our ideas as 
to what constitutes success 
and failure. The business man 
who makes money. is classed as 
successful and he who loses it, or 
fails to make it, is rated a failure, and we 
ordinarily measure men by the dollar standard. 

No matter how badly a man may have failed, 
as measured by this standard, he can always find 
some one worse off than he, and in that sense he has 
achieved success; and no matter how much money he 
may have made, he can still find some one richer than 
he, and in that sense he has failed. The man who, at 
fifty, has saved a thousand dollars is a financial 
success in comparison with the man who at the same 
age is in debt, for one is plus and the other is minus; 
one has and the other hasn't. And yet both may 
have failed to accomplish that which they set out 
to do, and both are failures. 

In the estimation of my fellow townsmen, | am a 
success. I have an official position in the leading bank 
of our town. I have a comfortable home. I have no 
debts. I even drive acar. I am a leading citizen. 

In my own judgment, however, I am a failure; for 
in comparison with other men no older than I, with no 
greater opportunities, no better knowledge of banking, 
[ am earning a mere pittance. I am the working 
head of a small bank while they are the executive 
heads of large ones. They may have had no goal in 
sight and reached one, while I had one and lost it. 
And yet, in comparison with the fellow who has been 
working fifty years at the same task, in the same 
bank, I am a signal success; but his failure does not 
excuse mine, even though my apparent success incites 
him to envy. 

| have had every sensation a bank man can have 
except being locked up in jail. I have (needlessly) 
been through experiences that have put other men 
under the sod. I have been up in the clouds and | 
have been in the deepest depths. I have had all that 
earth had to offer and wished for nothing more, and | 
have looked at the setting sun and wished never to 
see it again. I have had the applause of men and I 











My first real 
job consisted of 

proving the last trial 
balance, a book of fifty 
pages, fifty lines to the page 


have had their pity. I have received my passports to 
the promised land, and I have signed my death 
warrant. I have lived. 

Certain influences have brought this about, and 
certain traits and tendencies have become the domi- 
nating factors in my life, around which success and 
failure have played; and as I sit down to inquire the 
reason for my present condition, I begin to see (too 
late) the wherefore of it all, and philosophize in the 
minor key. 

Because I would never do a man a financial wrong, 
I have assumed that all other men are like minded, 
only to find that all men are not honest. The only 
money | have ever lost has been through being double- 
crossed by my friends. They have betrayed my trust 
and imposed upon my friendship. I have trusted their 
judgment, their honesty and their good faith to my 
sorrow, and only the ashes of departed hopes and 
promises remain. I do not now believe that a man’s 
word is as good as his bond; for you can sue on his 
bond, but you cannot collect on his word. 

I ascribe a goodly part of my failures to the fact 
that I do not prepare carefully; I do not analyze 
fully; I do not delve into detail deeply. I am prone 
toskim. I rush through one thing to take up another. 
I have done too many things half and none exceed- 
ingly well. I let men take me for granted. 

Because | got through school by only half trying, 
I assumed that I could get through business by the 
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same methods. Because | knew 
one lesson well, my teacher took it 
for granted that | knew them all, 
and put her questions to the more 
unfortunate ones. I| therefore 
worked on the theory that if | could 
make men believe I knew the game 
[ could win, but found that deceiv- 
ing a school teacher and deceiving 
the business world are two different 
things. The man who expects to 
succeed by “‘bluffing” will have a 
short though eventful career 

He is a wise one who can 
do one trick and live on its 
fame thereafter; but woe unto 
him if they ask him to do it 
again! The pedestals of fame 
ofttimes have shaky founda- 
tions. In my little world | 
shone as a star—for a time; 
but the light went out be- 
cause it was only a skyrocket. 


\ly Commencement 


It was on one of those char- 
acteristically hot nights in 
Providence selects for 
the closing days of 
that I stood before an 
audience which filled the opera 
house in our town and had the 
worst fright that 
I had passed the 
examinations in reading, ‘riting and 
‘rithmetic, grammar, 
English and American history, 
German, geometry and geology, 
physics, philosophy and physiology 
and other subjects too numerous to 
mention. I was a boy wonder. | 
could talk (at random) on any 
subject at any time. In fact, | 
knew so much they gave me an 
honor and that gave me the right 
to speak first and welcome our 
friends and relatives “to this, our 
Commencement.” 


school 


case of stage 
history records 


geography, 


I dressed the part. How well | 
dressed the part the family album 
bears witness. My tailor was an 
artless craftsman and I was his 
horrible example. We assembled 
behind the scenes, marched boldly 
out and took our seats to the music 
of the Star Spangled Banner, which 
Irving Cobb says can be sung only 
by a boy whose voice is changing. 


They turned on the footlights and 
the minister prayed for us. He 
must have forgotten me, and I was 
the only one that needed it. 

I was announced. I had a won- 
derfully patriotic oration, carefully 
rehearsed in school and out, but my 
message of welcome was to be 
impromptu; and it was. I started 
and stopped; started and stopped: 















| had the worst 
case of stage 
fright that his- 


tory records 


started and stopped; then picked up 
the abandoned trail and finished 
strong. 

Thus early | began going into 
things half prepared, and years 
afterward lost the great opportu- 
nity of my life for the same reason, 
depending upon luck and _ kind 
providence to help me out, and 
both deserted me. I had stage 
fright in banking, and there is noth- 
ing more disastrous under the sun. 

You cannot atone for a bad 
start by a strong finish. You can- 
not make up for a bad week's work 
by a spurt on Saturday morning. 
You cannot make up for time lost 
at twenty by working overtime at 
forty. Providence does not do for 
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us what we can do for ourselves. 
My commencement was a bad one. 


| Become a Banker 


I do not know how I| became a 
banker; perhaps I never did. | 
only know how I came to work in a 
bank: my uncle got me the job 
He was present at my commence- 
ment and evidently his interest in 
me was greater than his opinion ot 
me. Mleeting me one Saturday 
night, he told me to go to work on 
Monday morning. And thus bank- 
ers are born! 

In the closing days ot school, 
when youth decides for itself what 
the future shall be, I had visions of 
being a doctor and riding all day in 
a buggy. I had visions of being a 
lawyer and eloquently pleading the 
case of my client. [| had 
dreamed of being a great pulpit 


orator; but. a banker, with 
grey hair and specs, with a 


pen behind my ear, counting 
money, signing checks and 
running a bank—that was far 
beyond my fondest hopes; 
an impossible achievement. 
And here I was a banker 
without an effort! 

The thoughts of a boy of 
sixteen as he faces a job in a 
bank would be interesting if 
they were not so woefully 
wrong. I had been in banks 
and seen the piles of money, and 
men counting, writing, talking. | 
had seen the notices on the doors 
“Open from Ten until Three,” and 
they looked good to me. [| knew 
boys in our town lucky enough 
to get jobs in banks and envied 
them their easy tasks. [ too, 
would soon be handling other 
people's money and trusted with 
their secrets, and working from ten 
until three. 


I reported early. | always report 


early. However many other faults 
I may have, | have one virtue— 
promptness. In thirty years | 


have scarcely ever been late and 
eight o clock still finds me at my 
desk. | have lost less than a 
week through illness. In our bank 


every one says “good morning 





























ind all but | “good night.” 

This early-to-work idea is a good 
one. You never miss your train by 
being ahead of time and quitting 
by the clock never gets you any- 
where. You have no more right to 
take a man's time by keeping him 
waiting than you have to take his 
watch. The big man of business is 
ilways on time. 


Say 


He keeps his 


appointments. He respects the 
rights of other men. One of these 
is time. 


It was a wee bit of a bank on the 
second floor the one 
office building in our 
town. It was rather un- 
kempt, neglected, crowded 
with books and papers, 
with a stove, a broom, a 
table, a desk, a few chairs, 
an old safe, a wooden 
counter, a money drawer 
and a man. But of such, 
banks — and good banks, 
too— are made. It 
a new, strange and won- 
derful world that faced 
me that Monday morning, 
full of mysteries and fuller 
of opportunities. It is yet. 


of 


Was 


I have made many mistakes in 
these thirty years. Mistakes of 
omission more than of commission. 
I have spent long days hunting for 
them and long nights grieving over 
them. Some have cost money and 
some have cost time and worry. 
Some have been easily corrected 
and some can never be corrected. 
But, so far as I know, only one 
charge has ever gone on a book 
against me for a shortage. It 
happened that first day. 

When a bank tries to operate 
with one man and a boy, and the 
boy not much of a boy, it must 
take chances. They took chances 
on me that day and _ lost—five 
dollars. Somewhere in our family 
history it is related that a certain 
aunt came to our house with a new 
hat. The pup 
and the hat got together and the pup 
won. Somehow an evil genius sent 
that aunt to the bank during that 
first noon hour when I was alone, 
and again | got stage fright, and 


We had a new pup. 


when we balanced that night we 
were five dollars short and | have 
always suspected that auntie was 
five over. If so, she has squared 
accounts with my pup. 

There is an unwritten law in 
banking that clerks should, like the 
wise old sages, see nothing, hear 
nothing, say nothing. And I have 
observed that bankers who succeed 







I called a policeman and showed him the vile stuff 


are those who obey that law. But 
when I found that a certain young 
lady I didnot like had overdrawn her 
account, and I told my sister with 
the usual result, I got a wholesome 
lesson in the sacredness of banking 
secrets. 

My first real job consisted of 
proving the last trial balance, a 
book of fifty pages, fifty lines to the 
page. The adding machine had not 
yet been born and the typewriter 
was a luxury. First I tried my 
algebra on those columns of figures: 
then rhetoric, then German, then 
geometry, but tonoend. The book 
learning of the old academy was 
deserting me now that I was up 
against a real problem of life, and 
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the “Philosophy of Our Material 
Existence,’ which I had so elo- 
quently expounded at our com- 
mencement, was of no practical 
value in the work of a bank; and I 
had to throw overboard all previous 
notions as to the essential elements 
for business success; and if I were to 
commence again, | would take for 
my text that homely but everlast- 
ingly true adage, “Two 
and Two make Four.” 

I Become a Publicist 

If | were to prescribe a 
course of conduct for a 
bank man going into an 
old bank, or a new one 
for that matter, with the 
intent of building it up 
and creating that essen- 
tial thing, Good Will, | 
would take an active part 
in church work. I would 
join the fraternal orders 
and the business men’s 
association. I wouldplay 
for the support of the 
newspaper men. I would 
attend the society dances 
and spread the honors 
judiciously. I would ac- 
cept every post of honor 
offered me, whether in the 
Red Cross, the Y. M. C. 


nS ge 


ads 


A., the public school, or 
what not. My wife 
would play the same 


role with the women as | 
would play with the men. The 
bank, through us, would be at the 
forefront and in the limelight all 
the time—that is good publicity. 
It costs nothing but human effort 
and the compensation is priceless. 
But what is proper for a man of 
forty, at the head of a bank, would 
be highly improper for a boy of 
sixteen at the bottom. The chief 
fault at the beginning of my bank- 
ing career was that | was doing at 
seventeen what I should have done 
at thirty-five. I reversed the proc- 
ess, and some processes cannot be 
reversed without a smash-up. 
I was a good dissipater. | 
scattered myself thin over many 
things and concentratedon nothing. 
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| had been in the bank scarcely a 
year when | began to blossom out, 
and my activities catalogued as 
follows: 

(a) President of the Young 

People’s Society : 
(b) Secretary to the Good 
Templars ; 

(c) County Secretary of the 

ba ee oR 

(d) Usher in the church; 

(e) Treasurer of the Sunday 

school ; 

(f) Teacher of the infant class; 

(g) Photographic devotee; 

(h) Cashier in a dry goods 

store Saturday nights; 

(i) Business manager of the 

Y. M. C: A. News; 

(j) Suitor to a girl ; 

(k) Clerk in a bank 

I put the bank and the girl 
last, for they got what the 
other interests did not de- 
mand. I worked with one eye 
on the clock and the other on 
the job, and at two minutes 
past three called it a day—for 
the bank. If I worked until four, 
it was under duress, and five o clock 
was a day and a half. How I ever 
managed to hold the job | do not 
know. I was shooting with a shot 
gun, aiming at nothing and hitting 
nothing, when | should have used 
a rifle and sent one bullet home 
I needed a good jolt and got it. 


A Preacher Smashes a Finger 


Doctor Parkhurst had _ just 
attacked vice in New York and got 
the whole country talking reform. 
The liquor business was on trial as 
an undesirable citizen and a foment- 
er of trouble, and our town voted 
for conviction. New York was bad, 
but we threw no stones that way, 
for ours was a house of glass. We 
too needed cleaning up. 

The preachers andreformers in our 
town organized a vice league to stop 
everything naughty—from saying 
damn’ to getting drunk; and be- 
lieving both to be bad, I concluded 
the league needed my services and 
enlisted “for the period of the war.” 

As the campaign progressed the 
town got pretty much excited and 











the pot was boiling. Our preacher 
was a good preacher. He could 
“holler” when noise was needed 
and he could weep when tears were 
effective. He rode a wheel, as 
everybody did those days. While 
cleaning up after a Saturday after- 
noon spin, the said preacher caught 
his finger ‘twixt the chain and the 
sprocket. It was a bad squeeze. 
A doctor was called who prescribed 
whiskey to ease the pain of dressing, 
but the preacher would have none 
of it and suffered as a hero should. 


So ended my 
long years as 
a linguist 


The next day being Sunday, the 
said preacher was scheduled to 
preach. Whether it was the heat of 
the campaign, or the temptation of 
the day before that got him going, 
| do not know, but that was the 
best sermon he ever preached. Even 
though one hand was in a sling, he 
could thresh the devil with the 
other, and the congregation got 
muchly excited and so did I. Our 
Joan of Arc was calling us and we 
were ready for the fray. 

Now when you start out to fight 
the devil, it is much easier to select 
one of his high officials and carry on 
the fight by proxy. It happened 
to be one of my Sabbath duties, 
besides ushering in church, attend- 
ing Sunday school, the Young 
People’s meeting, the Y. M. C. A. 
and singing in the Old Ladies’ Home, 
to visit the bank between sessions, 
to see that the front door was locked 
and the gas properly burning. On 
my weekly visits thitherward, I had 
noticed that the town was wide 
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open on Sunday. You could get a 
drink anywhere. Underneath the 
latticed doors | had seen feet. Feet 
in saloons on Sunday mean drinks; 
drinks mean men; men and drinks 
mean ruin, and | knew from that 
one-handed sermon that these poor 
wretches were skidding. 

What could | do—what should | 
do—but try to save them from their 
certain fate by taking away the 
death-dealing glass? I laid my 
plans with much care, as a detec- 
tive should, taking no one into my 
confidence. On the next Sunday | 
hired a small boy for a quarter to 
buy some beer. He did. I called a 
policeman, showed him the vile 
stuff, took it to the bank, and in the 
presence of a witness bottled it. | 
have it yet. Myevidence being com- 
plete, | went to church as if 
nothing had happened, as a 
good detective should. 

The next morning I was 
a hero. 
a hero, | do not know. I 
was accosted on every side, 
some in praise, some in cen- 
sure, some in jest. “A Local Park- 
hurst was the heading in the morn- 
ing paper that chronicled my doings: 
but innocent of what | had started, 
I went unconcernedly to work. 


I Become a Gyascutus 

The first scent of danger came 
when the president of the Liquor 
Dealers’ Association came in and 
called me and my superior into the 
board room. My job was begin- 
ning to skid. Next the president 
sent for me and said a few kind but 
firm words. Then the big man 
(every bank has its “big” man 
not necessarily the president) and | 
had an executive session of a few 
minutes that was equivalent to a 
whole day. All my _ superiors 
agreed that I was a good boy—too 
good—a bold detective, an ardent 
reformer, and a many-sided pub- 
licist, but a “damn poor bank 
clerk,’ and “if | had any more 
ideas along the same line, [ could 
either drop the ideas or drop the 
job’. I dropped the ideas. 

In some fairy tale | have read ofa 


(Continued on page 32 
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“One of our best windows showed a home and garden in miniature and offered appropriate literature to the public” 
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for anew Space Problems Involved in Sponsoring Food Exhibits 


exhibit of 
garden products and gems in 
the art of food preservation, we 
were up against it. We had a 
potential “county fair’ in the 
making—and no place to stage it. 
lt was a time for inspiration, but 
the officers of our bank— the Pater- 
son Savings Institution, of Pater- 
son, N. J.—agreed with Edison 
that perspiration was more product- 
iveof results. Sowewent to work. 
We promoted not one exhibit 
but three—and brought the whole 
community to the bank. How we 
accomplished this feat—and why— 
dates back to our War Garden Con- 
test of 1918, staged under the 
auspices of the National Agricul- 
tural Association. 

That year, in co-operation with 


the National War Garden Com- 
mission, the Food Conservation 
Committee, the County Farm 


Demonstrator and others, we insti- 
gated a campaign for better 


By JAMES A. SWEENEY 


Manager, Department of Publicity and New Busi- 
ness, Paterson Savings Institution, 
Paterson, New Jersey 


gardening and farming, along with 
more efficient canning and preserv- 
ing of foodstuffs, which was suc- 
cessful beyond allexpectations. Last 
year, because we thought the spirit 
which animated the 1918 exhibit 
should be continued, not only to 
meet the post-war conditions but 
to promote the general welfare of 
our community, we instituted an- 
other campaign to increase food 
production and preservation. Sub- 
stituting “Victory for “War,” we 
proposed to stimulate the growing 
of vegetables in back-yard gardens 
and on farms and advocate the care 
of excess foods for winter use. 
Hearty support was assured from 
all. The United States Depart- 
ment of Agriculture, the New 
Jersey State Agricultural College 
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saic County 
Office of 
Farm Dem- 
onstration and Home Economics, 
inspired by our 1918 success, 
designated it a “county project’ 
and pledged every possible assist- 
ance. Besides, warm co-operation 
was given by the National War 
Garden Commission, the United 
States School Garden Army, the 
New Jersey Bankers Association, 
Passaic County Board of Agricul- 
ture, Paterson Chamber of Com- 
merce, Paterson Floricultural So- 
ciety and Home Bureau of Paterson. 

Young and old, in large numbers, 
entered the contest with enthusi- 
asm. All seemed anxious to attain 
the distinction of having the best 
looking gardens and produce there- 
from. Interest waxed warm in the 
bank's promotion of the new cam- 
paign. But no vacant store build- 
ings were available as_in 1918. 
Where could we hold this exhibit 
which promised to rival a fair? 

It seemed impossible to meet 
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this contingency at first, but ob- 
stacles are often blessings in dis- 
guise, as the officers of our bank 
found out. <A simple plan was 
evolved providing for three sepa- 
rate exhibits, two to be held in the 
banking rooms and the third at the 
annual meeting of the 
board of agriculture 

As in 1918, wide publicity was 
given to the campaign 
both the news and 
columns of the papers 


county 


through 
advertising 
Addresses 
were made before public gatherings 
and window displays in the bank 
were prominent. One of the best 
of the latter—showing a model 
home garden in miniature and 
inviting the public to step in and 
obtain helpful books on gardening 
and canning—is reproduced with 
this article. The bank awarded as 
prizes six silver loving cups and 
more than 100 certificates of merit, 
handsomely engraved and framed 
Robert J. Nelden, president, pre- 
sented them in person. 

The afternoon of Saturday, Sep- 
tember 20, 1919, was set as the date 
for the exhibit of Victory Garden 
specimens. All the available room 
on two floors of the bank was given 
over to this exhibit; and, 
surprise of all concerned, 
square feet of table space were 
entirely filled with an attractive 
array of fruits and vegetables from 
the back yards of city and subur- 
ban homes within an hour after the 
close of the business day. 


to the 
7500 


Thus was the bank discovered 
not only as an emergency location 
for such an exhibit but as a more 
attractive setting than any store 
could possibly have afforded. Its 
background of marble. bronze and 
mahogany lent distinction to the 
scene. Besides this, the public had 
an opportunity to get the 
atmosphere of friendliness in the 
institution. Nluchof the awe ex- 
perienced by the uninitiated was 
dispelled as the town and country 
folks passed informally through the 
aisles of the exhibit arranged in the 
officers’ quarters and banking room 
itself, and received a friendly wel- 
come from officials and clerks. An 
afternoon and evening were given 
over to this exhibit. 

The problem of displaying the 
canned and dried goods in the food 
preservation campaign was not so 
serious. But the exhibit was 
equally successful. A month after 
the first exhibit, seven large win- 
dows on the ground floor of the 
bank gave the passerby an impres- 
sion that anything but banking 
was carried on inside. More than 
1000 jars of canned fruits and 
vegetables and dried products were 
displayed. 


real 


The display was so 
arranged that specimens could be 
seen from without as well as with- 
in, but it was necessary to enter the 
bank to study the complete array 
of products—products which, in 
our opinion, bore eloquent testi- 
mony to the skill of the contestants. 





“Our visit 


rs passed informally through the banking 1 
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On certain afternoons publicdemon- 
strations were given by the 
county agent, Miss Margaret H 
Hartnett, who showed the methods 
of teaching home economics to 
children and adults 

A kitchen was improvised in 
front of the tellers grills and there 
the girls canned fruits and vege- 
tables. Their leader. also a girl, 
explained the processes exemplified 
by her associates and answered 
questions from the audience. On 
one occasion, the boy members of a 
local club gave a demonstration, to 
the surprise and delight of all. 

Miss Hartnett and Mrs. Cecelia 
B. Brogan, the city demonstration 
agent, were on duty constantly, 
distributing helpful literature and 
making explanations. Housewives 
were amazed at what they saw and 
heard and were thankful for the 
assistance given them. The bank 
was brilliantly illuminated at night 
and kept open for the benefit of the 
working people. On one occasion 
the children of a public school gave 
a demonstration in domestic 
science. The prize winners were 
selected by Miss Marjory Eels, 
assistant state leader, Home Eco- 
nomics Division, of the New Jersey 
Agricultural College 

The farm exhibit also proved a 
big success. Farmers learned of the 
real interest the county agent, 
H. E. Wettyen, had in their welfare 
and saw that the biggest bank in 
the county was ( 


ontinued on page 3 
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Forty-six Per Cent 


Country bankers feel free 


e 


questions 


To the state banker who is 
a member of the Federal Reserve 
system— Why did your’ bank 
join?” 

To the eligible-state banker who 
is not a member—’ Why has not 


vour bank joined?’ 

If replies to these questions were 
given, frankly and fully, by all the 
state banks in the country, the re- 
sult would be an interesting docu- 
ment. It is probable that most of 
the evidence from such a question- 
naire would be merely confirma- 
tory. The roster of “whys” and 
“why nots’ would correspond 
pretty closely to a list of brickbats 
and bouquets which any Federal 
Reserve bank could make up out 
of its own experience in selling the 
Reserve idea. Yet the test would 
throw a sidelight on the psychology 
of bankdom 

Something of this point of view 
is reflected in the replies to a ques- 
tionnaire sent out last year by the 
\merican Bankers Association in 


to drop in any time and talk it over 


Why Michigan State Banks Lead the Country in Federal 
pose two Reserve Membership—and How the Idea is Being Sold 


By WILLIAM LIVINGSTONE 


President, Dime Savings Bank 
Detroit, Mich. 


Note.—For the statistical information on 
which this article is based the writer is in- 
debted to R. B. Locke, manager of the Detroit 
Branch of the Chicago Federal Reserve Bank. 


which several member banks from 
each state in the Union were asked, 
among other things, what induced 
them to join the Federal Reserve 
system. The answers showed that 
the big majority of these: banks 
were well versed in the workings 
of the system and understood the 
outstanding benefits of member- 
ship; yet it is a surprising fact that 
about 60 per cent of them gave pa- 
triotism as their reason for joining. 

It is not the purpose of this 
article to question the sincerity of 
the bankers who attribute their 
membership to patriotic interest in 
war efficiency. Undoubtedly such 
considerations were in a great 
many instances the factor that 


11 


“In the Fold” 





“put the 
name on 
the dotted 
line;” but 
obviously that cannot be given as 
the real reason. 

If we contended that patriotism 
alone, in war or peace, lead hun- 
dreds of banks into the Reserve 
system, we would have to concede 
that a lack of that motive kept 
thousands of others out; or at least 
the presence of other considerations 
which overbalanced that one. But 
we must, of course, assume that 
bankers the country over were, 
and are, equally patriotic. There 
can be no shading in degree of 
patriotism as between Maine and 
California, Florida or Oregon. And 
if banks joined the system out of 
patriotism, we could explain the 
wide differences in the percentage 
of eligible banks who are members 
in various districts and various 
states. 

The latest available figures show 
a total of 1,042 state banks that 
have joined the Federal Reserve 
system in the entire United States. 
Of these the two leading districts, 
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Chicago and Dallas, show respec- 
tively 305 and 115 members. The 
states, in order of leadership, rank 
as follows: Michigan, 134 members 
and 152 eligible non-members; 
Texas, 107 members and 425 eligi- 
ble non-members; New York, 86 
members and 207 eligible non-mem- 
bers; lowa, 79 members and 1,331 
eligible non-members. 

Reduced to percentages, show- 


The bank which the writer repre- 
sents is a member of the Federal 
Reserve system. It joined after 
a careful study of the benefits to 
be expected from membership, and 
thorough consideration of the sys- 
tem as a factor in American bank- 
ing. Naturally our interest has 
extended to a consideration of the 
degree to which state banks at 
large are availing themselves of the 





the fashion today to condemn the 
Federal Reserve system as a prin- 
ciple of banking; its fundamental 
soundness is generally admitted, 
and the problem becomes one of, 
“Does it apply to my bank?” 

In defining this task of education 
we can do no better than to go to 
the experience of a Federal Reserve 
bank in overcoming resistance to 
the system. As we have stated be- 








ing the per cent of 
eligible state banks 7 
that have joined the 
system, the rating is 4 
but little changed: 
Michigan, 46 per 
cent; New York, 29 
per cent; Texas, 20 
per cent; lowa, 4.0 
per cent. In other 
words, Michigan not 


perishes. 


“Saving and production govern distribution. 
from greater capital 
No power can prevent it. 


clothing and shoes and machinery. 
relief. Shortage is met only by saving and production.”’ 


A Message from One Governor 


"THERE is food for world-wide thought in the following sentences 
inaugural message of Governor Coolidge. of Massachusetts, as quoted in a recent 


editorial in the BOSTON NEWS BUREAU: 


“If we want more coal, and wheat and sugar, we shall get it by giving more 
Changes in prices will give no ultimate 


Greater distribution comes 
If we can produce and save, economic law distributes. fF; 
Capital must accrue to the use of the people, orit Ff 


joining are practically 
.¥ uniform; there are sev- 
“§ eral fundamental ideas 
that must be “‘sold”’ to 
the state bank pros- 
pect. And, naturally, 
the answers to the 
question “Why haven't 
Mf) you joined?” are more 
numerous than those to 


fore, objections to 
— 


from the 


only leads the country 
in number of member 
banks, but is far ahead 
of its nearest com- 
petitor in percentage 
of eligibles belonging 
to the system. All 
other states are below 
these four on both 
counts 

To attribute any 
dominating portion of 
Federal Reserve mem- 





“Taxes have to be paid by th: public. They can not be imposed on any 
class. There is no power that can prevent a distribution of the burden. The 
landlord may be the one who sends a check to the public treasury, but his 
tenants nevertheless make the payment. A great manufacturer may con- 
tribute a large share of his income, but still the money comes from the con- 
sumer. 

“It is impossible to escape the conclusion that high taxes make high prices. 
So long as the cost of government is high, the cost of living w/ll be high.” 

“‘The best that is in man is not bought with a price. To offer money only 
is to appeal to his weakness, not his strength.”’ 


‘“‘Employer and employed must find their satisfaction, not in a money 
return, but in a service rendered; not in the quantity of goods, but in the 
quality of character. Industry must be humanized, not destroyed.” 


**There are strident voices urging resistance to law in the name of freedom. 
They are not seeking freedom even for themselves—they have it; they are 
are seeking to enslave others. Their works are evil. They know it. They 
must be resisted. 


‘‘Laws are not manufactured. They are not imposed, they are rules of 
action existing from everlasting to everlasting. He who resists them, resists 
himself; he commits suicide.”’ 


the question “Why did 
you join? —for it is 
the way of men to find 
more reasons for not 
doing a thing than for 
doing it. 

Michigan's high 
standing on the roll of 
state bank Reserve 
membership is attri- 
buted by R. B. Locke, 
manager of the Detroit 
Branch of the Chicago 





berships solely, or 
mainly, to patriotism 








would, it can be seen, 
be an obviously unfair reflection on 
the Americanism of thousands of 
bankers, members and non-mem- 
bers, in many states. The banks 
that advance this reason of course 
are sincere, but many of them no 
doubt present the same psychologi- 
cal phenomenon as the merchant 
who has purchased a labor saving 
device. Nine out of ten of such mer- 
chants will confidently state that 
they bought because they knew all 
the time what such a device would 
do for them. They are unwilling 
in their own minds to give advertis- 
ing or salesmanship any credit for 
their decision. By the same token, 
the fundamental reasons for join- 
ing or not joining the Reserve sys- 
tem must be sought further back. 








f§ Federal Reserve Bank, 
to a straight applica- 





privileges of the system, and an 
investigation of this phase of the 
question has revealed some inter- 
esting facts. 

If we discard patriotism as a 
main consideration in determining 
why state banks have or have not 
joined the Reserve system, we 
must look for the real reasons 
within the system itself—in the 
benefits which members are get- 
ting from it and the extent to 
which prospective members realize 
those benefits. The problem be- 
comes one of education; we may 
assume that if all state banks 
realized, as “satisfied users’ realize, 
what they can get out of the sys- 
tem, a far greater proportion of 
them would join. For it is not 
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tion of the three great 
fundamentals of successful mer- 
chandising — salesmanship, adver- 
tising and service. In his method 
of meeting the outstanding objec- 
tions to membership may be found 
the answer to the question of hun- 
dreds of state banks—’ Why not 
for me?” 

1—"'If we belonged to the Fed- 
eral Reserve system we would have 
to maintain a balance with the Fed- 
eral Reserve bank on which no in- 
terest is paid. On the other hand 
we earn from 2 to 3 per cent by 
depositing our reserves with cor- 
respondent banks. ” 

This is probably the commonest 
objection voiced. It overlooks the 
fact that the benefits of the lower 
reserve requirements in the Federal 




















Reserve system more than offset 
the interest earned by a larger 
imount tied up with several cor- 
-espondent banks. 

The Federal Reserve Act requires 
for country banks a reserve of 7 
per cent of commercial deposits and 
3 per cent of time; for reserve city 
banks, 10 per cent of commercial 
deposits and 3 per cent of time; 
for banks in central reserve cities, 
13 per cent of com- 
mercial deposits and 3 


tional balance with the Federal Re- 
serve bank of $10,000 to cover 
fluctuation of deposits; a working 
cash reserve of $32,000; and $32,- 
000 on deposit with correspondent 
banks. This gives a grand total 
of reserves amounting to $145,250. 

Comparison of this figure with 
the $290,000 held as reserves by 
the bank as a non-member shows 
that a total of $144,750 would be 






always taken care of us when we 
needed money. Let us quote the 
Federal Reserve representative in 
answering this objection: 

“Your correspondent bank can- 
not lower your reserves; it cannot 
lend money at the rate at which 
it borrows it; it cannot ship cur- 
rency free of charge; it will not 
pay your telegraphic charges; it 
will not transfer money free by 
wire; in few cases will 








per cent of time. The 
larger reserve require- 
mentsinthelargercities & 
are dueof course to the [ 
fact that in times of -—B4 First. 


financial stress there is [Eq _ Second. 


greater fluctuation in 
financial centers than — 
in other communities. 

Atypicalexample will 
show where this ‘‘no- 
interest - on - reserves > 
argument leads if car- 
ried to its conclusion. 
The figures are taken 
from an actual bank [Eg s@fety- 
statement, disguised 
only enough to hide its -& 
identity. Nor is the [Eg Fifth. 
case an unusual one; it 
might be taken as an 
average. 

The bank in question 
has deposits of $200,- 

















“% hands. 





*@ have said if he had been asked: 





And a Message from Another 


ELOW is a second message, from Governor Harding of the Federal Reserve 3 
Board, quoted as paraphrased by the BOSTON NEWS BUREAU: x 


Every nation fights by inflation. 


The United States Treasury during the war dominated th: 
Federal Reserve Board and prevented its functioning according to principles 
b4 of sound economics, that the government might borrow at low interest rates. 


Third. Governor Harding told his auditors that a few weeks ago the 
United States Treasury notified the Federal Reserve Board that it was now 
free and independent to function on a business basis; that the United States 
Treasury would make its final call on the banks for short-term loans very soon Ps 
and thereafter would begin reduction of the national floating debt with pros- 
pect that no more bonds issue and no more notes save perhaps a few hundred 
million for the benefit of starving nations. 

Fourth. The Federal Reserve Bank will now function as planned. Al- 
though Governor Harding did not make it fully clear, this is what he might 
“There can be no regulation or control in 
4 the money market with the Federal Reserve rate below the open market rate. 
~@ Asin England, the bank rate must be above the open market rateforeconomic J -- 
; The Board has now made an advance in its discount rates by a FY 
fl minimum of °4 of 1°; and a maximum of 144%. 
without disturbance or interference to business, the Board will advance the 
posted discount rates above the open market rate and initiation in advancing 
rates by the Federal Reserve Banks will be encouraged.”’ 


It is therefore perfectly clear that the warnings begun last summer f+ 
by the Federal Reserve Board against speculation—whether in western lands, § 
24 Texas oils, or southern cotton—will be continued. Also there must be the 
“ endeavor to push the government bonds out of the banks into investment 
The theory as to inviting subscriptions to government bonds in place 
of bank loans was that the government in war stress might reach forward and 
anticipate investment accumulation. 


As opportunity offers 


it take your govern- 
ment bonds for safe- 
keeping, clip yourcou- 
pons and credit your 
}# account. 

“On the other hand, 
a member bank can 
draw a draft charge- 
able to its account at 
its Federal Reserve 
bank, but immedi- 
ately available at par 
in any one of thirty- 
three of the largest 
cities in the United 
States in which are 
situated the twelve 
Reserve banks and 
twenty-one branches. 

‘Further, your cor- 
respondent bank is in 
the same position re- 
garding your balance 
as you are in regard- 














ing the balances of 








000 in correspondent 
banks, and further reserves of $90,- 
000 cash in own vault, making 
total reserves of $290,000. On 
$200,000 of this sum the bank, as 
a non-member of the system, earns 
2'4 per cent, making total income 
from its reserves of $4,500 per year. 

Now this bank has commercial 
deposits of $675,000 and savings 
deposits of $800,000. As a mem- 
ber of the Federal Reserve system 
it would be required by law to 
carry as reserve with the Federal 
Reserve bank 7 per cent of its com- 
mercial and 3 per cent of its time 
deposits—or $47,250 for the first 
and $24,000 for the second, a total 
of $71,250. 

Suppose we allow in addition to 
this—liberally enough—an _addi- 





released as an earning unit. As a 
non-member, the bank's reserves 
are earning $4,500. As a member, 
the $32,000 still on deposit with 
correspondents will net $720, and 
the $144,750 released by the lower 
reserve requirements will, at a mod- 
est 3 per cent, net $7,237.50—a 
total of $7,957.50. 

In other words, by taking ad- 
vantage of Federal Reserve mem- 
bership, the bank could add prac- 
tically $3,500 per year to the sal- 
aries of cashier or new business 
manager, or to any development 
purpose it saw fit, without a net 
expense any greater than it is un- 
dergoing with its reserve appor- 
tioned as it is today. 

2 —*Our correspondents have 
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your individual cus- 
tomers. Your balance with the 
correspondent is a deposit, and 
such deposits are invested or loaned 
out like any other deposit. The 
correspondent is in a position to 
take care of you when you need 
money in the same degree that 
you are able to take care of your 
customers—that is when the de- 
mand is normal. ° 
This is not an attack on banks 
that carry large balances deposited 
by country correspondents; it is 
not a criticism of the methods of 
large banks in obtaining and han- 
dling such accounts. It is a recog- 
nition of a condition which most 
large banks are coming to realize. 
The bulk of such city banks know 
the soundness of the Federal 


(Continued on page 27) 
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Business Brought Out of Babel 


How Human Appeal, Organization and Real Methods 
Have Overcome Difficulties in a Stock Yards Institution 


ROSS the threshold of our 
lobby on stock yards pay day 
and, on your first look around, you 
will swear that 
you have 
stepped squarely 
into Babel, if we 
are to accept 
Mr. Webster s 
definition of the 
word — a place 
or scene of noise 
and confusion; a 
confused mix- 
ture of sounds, 
as of voices or 
languages. Old 
Man Diplomacy himsel| 
would be hard pressed 
youd say offhand, to restore 
order tothe scene. For seeming 
confusion there is in abundance 
and also a jargon of languages 
that establishes our banking 
room as a formidable rival of the 
biblical Tower. And as for color 
Joseph's coat must have been a 
drab affair in comparison with 
our displays. We have everything, 
from the stock yards’ dusty grays 
and swarthy browns and ebonies to 
the vivid hues of shawls and other 
violent raiment adorning the foreign 
women who patronize us. They, by 
the way, are the heads of the fam- 
ilies and usually transact the bank- 
ing of the family 
The babel of speech is real, for 
the vast majority of our savings 
depositors are foreign and repre- 
senting many nationalities. And the 
splotch—not to say, flood 
is real enough, too 
apparent confusion on the floor 
there is careful, ~fficient method 
that quickly brings order out of the 
chaos that seems to exist. It has 
built for us a savings business of 
$750,000 in the last three or four 
years and has given us an increase of 


of color 
But behind the 


Not fashion models, exactly, but conscientious savers 


By HAROLD W. KRAMER 


Vice-president, National Stock Yards National 
Bank, National Stock Yards, Ill. 





more than $10,000,000 in 
deposits since 1910 

Old Man Diplomacy is not work- 
ing for us inperson, of course, but we 
have Edward Godlewski, savings 
teller, who has done more, perhaps, 
toward gaining the confidence and 
the business of the foreign workers 
employed in our vicinity than any 
one person 

Although we are located in the 
heart of the stock yards—subject to 
all the disagreeable handicaps that 
such a location implies—we like 
the job of banking here, not only 
because of the record we have made 
and the profits we turn over to our 
stockholders, but also 
the very real service we are enabled 
Most of 
them in the savings department are 
rough in appearance and uncouth 


total 


to render our depositors. 
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because of 


at best—as may be seen from the 
types illustrated—but we find them 
the best savers by far, once they 
are won away 
from the keep- 
ers of dives and 
erstwhile saloons 
with whom they 
have been ac- 
customed for 
years to leave 
their money on 
deposit. As we 
know from bitter 
experience, it is 
extremely diffi- 
cult to instill in- 
to the foreigner 
confidence in 
any particular 
banking institu- 
tion unless there 
is some one in it 
who speaks their 
language, and | 
mean that in its 
broadest sense 

one who is famil- 
customs and their 


iar with their 
manner of living as well, and is 
literally “one of them.” 

Mr. Godlewski is “one of them. ” 
He speaks several languages, spends 


deal of his time at the 
foreigners lodge meetings and social 
gatherings and gains and_ holds 
their confidence by delivering the 
kind of service we claim as our 
stock in trade, once that confidence 
is obtained. 

We handle steamship tickets, 
issue foreign exchange and make it 
easy in every possible way for our 
foreigners to send money home to 
their relatives—and an unusually 
large number of foreigners are 
sending money home these days 
One of the most effective mediums 
that we have found to attract this 
business is the billboard, lettered in 


a great 





























arious foreign languages—Polish, 
Lithuanian and Roumanian—and 
erected throughout the stock yards 
ind the foreign districts of East St. 
Louis. We also advertise in some 
of the Polish newspapers and print 
our passbooks in Polish, Lithu- 
nian and English. 

One feature of our business that 
has been a bigger factor, possibly, 
than any other in the development 
of our bank is the manner in which 
we handle the proceeds of live stock 
sold at this market. It will be 
evident that this department is 
quite a sizable business in itself 
when it is explained that approxi- 
mately $300,000,000 worth of busi- 
ness is handled at the yards every 
vear, most of it passing through our 
hands. The majority of the country 
banks that also figure in the busi- 
ness leave balances with us to take 
care of their stock yards financing. 

Of course every man shipping 
live stock to this market does busi- 
ness with some country bank. Our 
system begins as soon as the live 
stock is sold. The proceeds are 
deposited directly with us for the 
credit of the interior bank. This 
puts the great volume of business 
handled at the stock yards on an 
absolutely cash basis, and it makes 
the money available immediately 
for the use of the 
interior banks. 
[he deposit 
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accompanied by 
their checks cov- 
eringthe proceeds 
of sale They are 
prepared in trip- 
licate, the orig- 
inal going to the 
country bank 
ind the copy to 
our bookkeeper, 
the triplicate be- 
ing retained by L 
the commission 
firm which for- 
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yank supplies triplicate deposit slips to commission firms 


also supply the shippers with post- 
card forms with blank lines for 
filling in the name of the commis- 
sion house addressed and for their 
signature (on the reverse side), for 
the name of the country bank to be 
credited and the signature of the 
shipper. This card advises the com- 
mission company: ~*Gentlemen: 
In the future deposit all proceeds 
for me in the National Stock Yards 
National Bank, National Stock 
Yards, Ill., for credit account of 
... eee. 
Signed _. Shipper. - 
We believe thoroughly in an 
organization chart for defining 
clearly the duties of every member 
of the organization. Whether it is 
in the form of a directory of the 
bank—the bank ‘“‘Baedeker,”’ 
recently described in an article in 
The Burroughs Clearing House— 
or in the form of a graphic presen- 
tation, we have found it a great 
advantage both to the organization 
and to the depositor who wants to 
know who's who and why in the 
institution. We reproduced the 
chart complete in a late statement 
for distribution among depositors. 
Of course changes are made in the 
chart from time to time to keep it 
up to date, but we endeavor to plan 
our work in line with it as closely as 
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possible. The chart, beginning with 
Wirt Wright, president, outlines his 
direction of general policies, final 
decisions and reports to directors 
and indicates his direct supervision 
of Owen J. Sullivan, vice-president, 
on the one hand and of myself as 
vice-president on the other. Each 
vice-president's individual duties 
are graphed and also their joint 
supervision over Robert D. Garvin, 
cashier and fiscal officer. Under 
him are shown the chief clerk, the 
auditing department and the assist- 
ant cashier and their respective 
work; and so on through the entire 
organization. 

We like to emphasize and empha- 
size again the fact that there can 
be no progress unless there is a 
good, well-knit organization, 
although we realize that that is a 
platitude fairly well understood in 
these times. We have that kind of 
organization, I think, and one of 
the reasons we have it—one of the 
reasons we hold good men in their 
positions—is our pension fund. 
Although the fund has been in 
force only a few years, in the years 
to come the assurance of a pension 
on retirement that the fund pro- 
vides will, we think, go far toward 
assuring permanency to the organi- 
zation and the ideals for which it 

stands. 
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by the number of 
years they have 
served the institu- 
tion. Anofficeror 


(Continued on page 25) 
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A“Drum’” That's Worth the Hearing 


A Minneapolis Bank’s House Organ and a Word About 
Its Editor Whose Humor is a Delight to Hundreds 2s_> 


Ca first “Elizabeth -— 


Ann Williams.” 

“Every little miss between six | 
and sixteen, unless she's 
precocious, wants to 
marry the man who 
runs the candy store, 
but when she gets a 
little older — say 
about half an hour 
older than sixteen 
she has much more 
sophisticated ideas 
about desirable affilia- 
tions. When Elizabeth 
Ann Williams first saw 
S. J. Moore she glanced 
at him with some favor, but 
when she found out that it 
was part of his business to issue 
marriage licenses she looked at 
him a second time. This means, | 
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attention is stopped again by 
these few lines carrying the illus- 
tration of a picnic at the home 
of Joseph Chapman, former vice- 
president: ‘This is Joseph in his 
hat of many colors, your Uncle 
James and (O, dear, this is going 
to be indiscreet)— and your 
Aunt Christine. There, Mrs. 
Latta must not get into bank 
pictures if she doesn't want to 
get talked about. The.occasion 
was one of those famous Chap- 
man picnics." 

Then we have a “Tin Wed- 
ding, “the “tinth’ (as Mr 
Merrill has it) anniversary of 
the “momintous’ day when the 
Northwestern National Bank 
and the Minnesota Loan and 
Trust Company were affiliated. 
The account of that “more or 








of course, that they are going 
to be married. The Drum re- 
porter found a certain vagueness in 
the office as to what Mr. Moore's 
business is. One of the girls 
thought he ran the court house or 
something in Decorah, Iowa, but 
he's really, of course, the clerk of 
court. Miss Williams came to the 
bank when we acquired the National 
Bank of Commerce, and well 
certainly lose one of our most 
popular girls when she _ leaves. 
Everybody will be interested to 
know that her fiance is not 
Welsh. He is a mixture of Irish 
and Scotch—a sort of plaid, we 
think, but well know for certain 
when he takes his physical exami- 
nation preparatory to getting his 
marriage license, unless, of course, 
that ceremony is waived as a matter 
of professional courtesy. In such a 
case everybody in the bank will 
enter an indignant protest. If one 
man must undergo this ordeal, why 
not all? It’s things like this that 
start revolutions.” 

It is difficult to select “best” 


The man—and his finished product 


examples from The Big Drum 
because it has no worst and no 
mediocre, even. But “Elizabeth 
Ann Williams,” as well as any other 
selection, will explain why 450 
employees of the Northwestern 
National Bank and the Minnesota 
Loan and Trust Company, of 
Minneapolis, count the days 
between publication dates of the 
sparkling house organ of the allied 
institutions. As for the writing 
style of the man behind The Big 
Drum—Frank Merrill, advertising 
manager—that comes under the 
head of the indescribable. If he 
were to read this, he'd probably 
throw in subconsciously a subtitle 
here something like 


Hooray! Aside from That We're 
All Right! 

His subtitles, by the way, are an 
art in themselves, and those that 
follow in this article will have a 
familiar ring to his readers. 

Scanning The Big Drum, one’s 
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less holy union” concludes: 
The rhyme, we take it, is 

the paramount requirement in con- 

servative financial poetry. 


HER TO HIM 
“O Allied Institution 
Whose joint-stock contribution 
Assisteth me to waller 
In eighty million dollar; 
O dear N. W. Bank 
| often offer thank 
That ne'er need I| divorce 
Those great combined resource. 

“Pretty sick, isn't it?” 

There areother examples—plenty 
—but there'd be no end if we really 
got going on them here. There's 
only one way to get the complete 
collection and that is by getting on 
The Big Drum’s mailing list, pro- 
vided it has an outside circulation. 
It is well worth trying for. 

Keep the Mob Busy or Blood Will 
Flow 

Mr. Merrill is a bachelor, mild 
of manner and everybody's friend, 
whose dissipations, so one of his 


(Continued on page 26) 
























Linking the Bank With the Home 


A Home Service Desk in Pittsburgh and What it is 


Doing for the Average Family and for New Business 


ARLY in the Liberty Loan 
campaign a very interesting 
discovery was made. The Wo- 


man’s Committee was not 
only helping to finance the 
treasury department 
through a great war crisis: 
it was doing an even greater 
thing for the government, 
namely, carrying thrift 
propaganda into every k 
home in America. When 
the last dollar collected for 
the Victory Loan had been 
entered on the books, this 
work ceased; and 
although the job 
“over there” 
finished. those who 
knew realized that 
a big job’ ‘overhere 
had only been be- 
gun. Every corner of America 
needed the gospel of sane living. 


WaS 


It was then that the Peoples Sav- 
ings and Trust Company of Pitts- 
burgh stepped into the breach, at 
least as far as Allegheny county 
was concerned. The officers of the 
organization had been very much 
interested in the thrift extension 
work done by the women and they 
asked me if | would try to continue 
it through their institution. | 
gladly agreed, and found it a very 
pleasant and logical step from my 
Liberty Loan desk to the Home 
Service department of a progres- 
sive bank. 

When we planned for the new 
department, the bank did not know 
and I did not know that similar 
service had been inaugurated else- 
where. However, after I began to 
investigate, | found that a Home 
Economics Bureau was being con- 
ducted, under the direction of Miss 
\icLeod, by the Society for Savings, 
of Cleveland; and also that in New 


England the War Savings organi- 





By MAIDEE B. RENSHAW 


Manager Home Service Department, Peoples 
Savings & Trust Company 
Pittsburgh, Pa. 

















Visitors usually kecome so interested in budgeting that figures are not hard to get 


zation, represented by Miss S. 
Agnes Donham, was co-operating 
with several banks in making a 
trial of such bureaus. I spent a 
morning with Miss McLeod in 
Cleveland, and have corresponded 
with Miss Donham, and I am much 
indebted to each of them for the 
generosity with which they put 
both their material and their expe- 
rience at my disposal. 

The location of the department 
was the first practical question we 
had to settle. After considerable 
discussion of pros and cons, we 
decided to place my desk right 
in the lobby of the bank where 
it could attract the attention of 
everyone coming in and out. We 
find this arrangement very practi- 
cal. A comfortable chair drawn 
up close to one side suggests one 
interview at a time and also gives 
the note of intimacy that invites 
confidence. There is a convenient 
bench, sufficiently removed, where 
other clients can wait. If special 
conditions make it advisable to 
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talk to two at once, as a husband 
and wife for instance, I ask a porter 
to bring an additional chair. This 
is removed as soon as it has served 
its purpose. Right back of my 
desk is a small bookcase, and | 
am collecting the latest and best 
books on economic subjects. On 
top of the bookcase is a 
large framed budget chart. 
This chart is 2x3 feet, 
done in red and 
black, and attracts 
a great deal of atten- 
tion. By turning a 
knob in the center 
various incomes 
revolve, and be- 
neath them are 
suggested percent- 
ages for the six 
divisions of expend- 
itures. Naturally these figures are 
extremely theoretical, but they serve 
to arrest attention and evoke 
inquiries. 

However, as we did not want to 
depend upon chance for reaching 
the public, we printed a_ book- 
let called “Bringing the Bank to 
You, which outlined the scope of 
the work we were undertaking. 
The service detailed in the book 
includes an up-to-the-minute card 
index of recent magazine articles 
on home economics; advice as to 
business problems and investments; 
discussion of allowances to children, 
and contributions of the wage- 
earning son and daughter to the 
home; general instruction in the 
little details of opening accounts, 
making deposits, etc., and, most 
important of all, personal help 
with the family budget. 

Now the family budget is the 
idea around which the whole de- 
partment is built. It is the hub, 
and from it radiates all other serv- 


ice. Before compiling it, we 
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studied carefully all the available 
household account books and sys- 
tems that we could find. None 
being quite what we wanted, and 
more particularly none being 
adapted to present-day Pittsburgh 
prices, we found it expedient to 
borrow the best features from all 
that we reviewed and then to re- 
vise all figures to meet local con- 
ditions. Although the budget 
book is for free distribution, it is 
not put where the public can help 
itself. No copy is given away 
without at least a few words of 
explanation; in fact, we prefer a 
confidential interview. With a 
little tact the interview can be 
easily handled. As an introduction 
we have a printed form which 

very helpful. It is a “Bird's-eye 
Budget, “or a prospectus,—a survey 
of the family needs for one year. 
This form is on a card about 
8 x 4 inches. It is ruled into six 
columns, one for each of the six 
divisions of expenditure—savings, 
shelter, food, operating, clothing, 
and higher life. In each column 
all the subdivisions of the heading 
are listed. For instance, under 
“operating are found telephone, 
coal, gas, electricity, water, ice, 
laundry and cleaning supplies, re- 
placements, refurnishings. The 
person who is being interviewed is 
encouraged to discuss these differ- 
ent items freely. As the amount 
required for each one is ascertained 
or estimated, the figure is filled in. 
Of course no real help can be given 
unless one knows all the circum- 
stances; not only the size of the 
family, living loca- 
tion, general health- 
fulness of all mem- 
bers, etc., but also 
the amount of the 
income. Some clients 
naturally hesitate to 
mention actual 
figures. They con- 
sider these details 
extremely personal. 
However, usually 
they become so in- 
terested in budget- 
ing that figures 
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Street car c ards help. promote ote the e family budget idea 


slip out before they know it. 

The points | try to emphasize 
particularly while we are making 
the survey are: 

Ist. Underestimate your in- 
come; overestimate your expenses. 

2nd. Realize that your income 
is not elastic. If you spend more 
for one item, you will have to spend 
less for another. Do your choosing 
deliberately and in advance. Do 
not let the necessities maintain a 
fixed percentage with a growing 
income. Twenty percent for rent 
is all right if the income is $2000: 
all wrong if the income is $5000. 
As soon as efficient living is at- 
tained, be satisfied, and afterwards 
let the increase grow to savings 
and advancement. 

3rd. Save first! After the items 
are proportioned with sufficient 
margins to assure their reasonable- 
ness, and the amount to be saved 
has been decided upon, make it a 
point to deposit the savings as soon 
as the pay check is received. De- 
lays are dangerous. The first 
dollar that comes out of the pay 
envelope is the easiest to save. 

4th. Do not disturb your sav- 
ings. Let them grow until such a 
time as you are ready to transfer 
them into permanent investments. 

After the survey has been care- 
fully made, and the principles ex- 
plained, the client is given a budget 
book. This is a household account 
book and provides for a twelve 
months expense record and a 
summary. Each item is headed by 
a space in which the estimated 
expense is entered; at the end of 
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the month, when the column is 
totaled, the comparison is at once 
obvious. It is explained that it will 
often be necessary to change esti- 
mates from month to month while 
expenses are being studied, but 
that finally all items can be stabi- 
lized. It is also made clear that 
periodic expenses should be appor- 
tioned on a monthly basis and their 
quota laid aside each month; that 
in this way the year’s expenses run 
an even and systematic course and 
there cease to be good and bad, o 
light and heavy months. Empha- 
sis is laid upon the statement that 
periodic expenses should always 
include provision for doctors, den- 
tists, etc., since, if this provision is 
not made, such sums must be taken 
from the savings, thus materiall\ 
interfering with a carefully planned 
savings objective. 

Unmarried persons are seldom 
interested in a household budget 
For these we have a personal ex- 
pense book adapted to individual 
budgeting. 

Where there is trouble with food 
costs we supply a “Weekly Food 
Budget’ card. This presents graph- 
ically the five food groups and 
also the five divisions of the food 
dollar. By putting down food 
expenses on this card, the house- 
keeper can see at the end of the 
week whether she is spending 
her money so as to provide the 
maximum of nourishment for the 
minimum of cost. 

If dress seems to be a stumbling- 
block, we make a survey of a year's 
wardrobe, determine what articles 
—_.. _ are on hand, and 

what need to be pur- 
chased. The dress 
budget is then al- 
lotted to the real 
needs. With this 
simple chart as a 
reminder, a woman 
will think twice be- 


a bargain. Indeed 
she is able to dom- 
inate the bargain 
Situation. With 
——re ¢€ne aid of the 
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They Tell It to All Out-Doors 


Some Thoughts on Billboard Advertising for Banks 
and how to Make it Effective; Other Publicity Ideas 
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HILE it is universally 

conceded that out- 
door advertising through 
the medium of bill posters 
is efficacious as applied to 
the general field of adver- 
tising, the expediency of 
resorting to its practice is 
still a question to be settled 


in the minds of those Ww ho Specimens of good bank poster displays 


are responsible for the ad- 
vertising policies of banks 
and other financial institutions. 

It is the intent of this article to 
clear the way for such considera- 
tion, as well as to dissipate some of 
the possible objections which a 
bank's advertising manager might 
entertain against outdoor adver- 
tising. 

A financial institution's adver- 
tising requires a special treatment 
and atmosphere different in charac- 
ter from most general advertising 
campaigns. “Sunny Jim’ con- 
fronting one at the crossroads 
would hardly serve to convince the 
passerby of the dependability of 
any bank, nor would the “Gold 
Dust Twins” stimulate the average 
man to greater efforts in the direc- 
tion of enlarging his savings 
account. 

Apt as such figments of the 
advertising mind are when applied 
to the general run of advertised 
products and concerns, the banker 
realizes that’ indulging in such 
engaging forms of publicity would 
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New York City 


injure rather than promote the 
interests of his institution. And 
it is through a long association of 
the billboards with that type of 
advertising that the banker, an 
essentially conservative man, has 
hesitated to avail himself of their 
numerous advantages. 

This, at first glance, might ap- 
pear to be an objection and a legiti- 
mate one, but after a moment's 
careful scrutiny it is readily seen 
that it is an objection which does 
not hold. 

The billboard. lends itself as 
easily to a dignified and convinc- 
ing treatment as does the news- 
paper or magazine. In the latter 
the banks advertise freely and 
frequently brush elbows with the 
most capricious creations of adver- 
tising ingenuity and yet suffer no 
loss of either dignity or prestige. 
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The two at the top are designs 
copyrighted by the Donaldson Lithograph Company. 
standard copy used by the National Bank of the Republic, Chicago 


Shown below is the 


In the street cars the same 
conditions hold. Why 
not, then, in the broad and 
fruitful field of outdoor 
advertising? 

During the last few 
years it has been notice- 
able that on entering or 
leaving a town or city one 
of the first and last bill- 
board advertisements to 
catch the eye is that of 
the local Chamber of Commerce, 
composed as a rule of the bankers 
and leading business men of the 
community. It is pleasing to see 
that these bodies are sufficiently 
progressive and wide-awake to 
make the best of an ideal oppor- 
tunity to impress upon the motorist 
traveler or casual passerby the 
importance and advantages of their 
respective towns or cities. 

If outdoor advertising is suitable 
for the Chamber of Commerce it is 
conspicuously so for the financial 
institution. 

The specific advantages of out- 
door advertising as applied to the 
bank and trust company are these: 

In the first place, a billboard is 
sufficiently large to permit of a 
dignified and impressive display 
compatible with the importance and 
position of a financial institution. 

A strong, well conceived and 
executed idea or message can be 
placed before the public to the very 
best advantage. The proper use 
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of color and display, for which the 
billboard is so well adapted, great- 
ly enhances the value of the adver- 
tisement. 

In the second place, the bank 
poster advertisement makes a swift 
and direct appeal. It stands out, 
forces itself upon the observer and 
lingers unconsciously in his mind 
long after he has passed out of its 
radius. Every day for months and 
every month for years he passes 
this sign on his way home, his wife 
passes it when bound on shopping 
expeditions, the worker and _ his 
sons and daughters encounter it on 
their daily pilgrimages, and the 
newcomer to the community is 
instantly made aware of the exist- 
ence and advantages of a specific 
bank or trust company. As time 
passes, the insistence of this single 











a 3 
Old-fashioned Thrift 
'T is never out of date. A family that saves brings 
contentment to its fireside. And the oftener you 
invest in sound securities, the easier it becomes to save 
You want every dollar you invest to yield you and 
yours a substantial return. For there is something 
almost sacred about your savings. 
We know how you feel and we realize our respon 
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We can always suggest securities well adapted to 
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message, its con- 
Stant repetition, 
its daily task of 
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where values are best. 


. . . ar sad Likewise, when you have spare funds to deposit you 
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The logical place for your savings is the Huron & Exie 
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mulates and 
spreads until an |} 2° — 
entire section of ..- a 
a community has ti 
either felt or been 
influenced by its 
appeal. 

In the third 
place, the bill- 
board display has 
the decided ad- 
vantage of being 
able to concen- 


obtainable afford ample protection 


It is worth 
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trate its appeal, Fig. 2 
to work upon the 
minds of a certain group or a par- 
ticular community. I[n_ short, it 
can be so utilized as not to scatter 
its shot, but to drive home and 
hit a certain specific spot. 

This advantage has been realized 
by numerous financial institutions 

by one bank, at least, in practi- 
cally every city in the United 
States. 

For example: A new community 

’ home-owners is opened on the 
outskirts of a city or town. This 
is a community of responsible 
people, the home-owner being, as a 
general rule, a steady, thrifty, 
desirable customer. One of the 
quickest ways to attract the atten- 
tion of this community to a bank 
or trust company is through the 
agency of a poster or some such 
other outdoor sign located in the 
vicinity. Once a month the poster 
is changed, and so accordingly the 
bank is able to tell an old 
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story in a new way or to 
give a complete outline of 
its various functions and 


idea of values. We think 

mation good that is not ex merits. Here is direct ap- 
We shall incline toward nor peal plus concentration. 
ema ease Another case: A large 
aunomeees industrial plant is opened 
lente ag 4 Toes and calls to its door thou- 


sands of men and women 
each day. This industrial 


mae army is a wage-earning 





army and as arule a thrifty 
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An interesting Canadian series 


thousands daily pass, pause and 
read, is frequently a deciding factor 
in the problem of which bank to 
choose for the safety of their savings 

Again: The transit facilities of 
a town or city are extended to 
include a_ hitherto inaccessible 
district. Houses spring up, stores 
and apartment houses come into 
being; factories, garages and mov- 
ing picture houses follow. When a 
situation of this nature arises it is 
well to be on the ground first. 
Where capital is being invested, 
money spent and profits made, the 
services of a bank or trust company 
are always in demand. In such 
new and developing districts new 
and good business for the financial 
institution is also developed. The 
billboard is a quick help in 
obtaining this business. 

In considering outdoor adver- 
tising, of which poster advertising 
is one of the strongest branches, it 
must, of course, be remembered 
that it is a medium to be used in 
conjunction with a bank's regular 
newspaper and magazine campaign. 

In a sense the chain is established 
in this manner. A man on return- 
ing home at night opens his news- 
paper and. his eyes fall upon a cer- 
tain bank or trust company adver- 
tisement. Lifting his eyes from 
the paper he lets them rest for a 
moment on the car cards and here 
they encounter something familiar 
He glances back at his paper and 
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How Well Do You Like the Banking Business? 


“Tam an optimistic banker because 
I like the banking business.”’ 
DAVID R. FORGAN, President, 
National City Bank, Chicago. 
If you don’t love your work as every big, suc- 
cessful man loves his work, you must learn to love it, 
provided you would succeed in a big way. 


A man must learn to know his work however, be- 
fore he can learn to love it. This fact is fundamental. 


A broad knowledge of the banking business is 
absolutely necessary to its highest conception. 


One must really know what is back and behind 
those actual dollars and cents that go over the counter, 
for high achievement in the banking business. 


This requires a positive study of the broad princi- 
ples that underlie business, money and Banking and 
Finance; for in no other way may this highly valu- 
able knowledge be acquired. 


Reduce Your Overhead and Labor Turnover 


Many progressive banking officials throughout the 
country, in both large and small banks, are finding 
that the one best and most permanent way to reduce 
overhead and labor turnover, to build up deposits and 
serve new customers, is through the increased effici- 
ency of their individual employes. 


Bank employes who desire to qualify for more re- 
sponsible positions must supplement their practical 
experience by effective methods of specialized train- 
ing, such as LaSalle provides. 


LaSalle Extension University is successfully co- 
operating with a large number of banks in this im- 
portant respect. Both officers and employes find that 
the LaSalle method of specialized training affords a 
highly practical means for increased efficiency of both 
the individual and the entire banking organization. 


We offer this service to your bank and its employes 
with the full confidence that we can serve you in the 
same highly satisfactory way we now are serving 
other banks and their employes. 














One Instance of How LaSalle Ex- 

tension University Is Co-Operating 

With Many Banks Throughout 
the Country 


‘“‘There are five 
of our men including 
our cashier who are 
taking the LaSalle 

} Course in Banking 
we) and Finance. Our 
Institution thought 
so wellof this Course 
that we aided our 
men in paying forit. 
In our opinion it 
presents a splendid 
opportunity for them to obtain 
valuable knowledge along ad- 
vanced banking lines, which it 
would be difficult for them to ob- 
tain otherwise, and which should 
result in considerable benefit to 
the bank, as well as to the men.”’ 

HENRY ULRICH, President, 


Home Savings and State Bank, 
Peoria, Ill. 


Speaking of Its Own Educational 
Work, the National City Bank, 
of New York, Says in Part: 


‘‘There may be those bankers 
and business men to-day who 
view with doubt special educa- 
tional endeavors on the part of 
large concerns. 


“But so clearand unmistakable 
are the evidences of the efficac 
of this educational work, so mn | 
have certain urgent needs been 
met thru the instrumentality of 
class study, and so thorough has 
been the desire for study that the 
resultant spirit of progress and 
faith in our institution has per- 
meated the whole organization. 


‘All doubt has been removed 
as to whether or not organized 
educational effort is needed in the 
National City Bank.’’ 











60-Page Book—‘‘Banking and Finance’’—FREE Upon Request 


This publication will be maiied free and postpaid to any bank officer or individual interested. 
useful information on modern banking questions and shows clearly what this course can do for the individual 
or for a bank. You owe it to yourself and your business to know about this work. Send for a copy today. 


ADDRESS DEPT.391-B 


LaSalle Extension University 


The Largest Business Training Institution in the World 


Chicago, Illinois 


It contains 
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Photograph (not retouched) showing the ‘One Operation’’ Note Register as 
used by the Farmers Trust Company, Lancaster, Pa. 


Accurate - Legible - Simple 


The “One Operation” 
Note Register 


Eliminates ALL copying from Note and 
Loan Registration—and the 95% of 
errors usually due to copying. 
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Showing 


ee 


— a section of each of the 


je : Five Forms as made on the Type- 
— b 
writer as shown above. 


Every Banker Should 
Investigate This System 


For briefly, it embraces everything that has been 
lacking in the Old-fashioned Methods of Recording 
and Registering Notes and Loans. 


Aside from its Perfect Accuracy and Legibility—it 
saves ALL the time usually wasted in Copying 
furnishes a double check in every transaction. 


and 


It also provides both a Maker’s and Endorser's 
Liability Record that is Always Ready and up to 
the Minute ! 


Send for Our Booklet—We Will Mail It to 
Any Bank or Banker —Postpaid 


The Union Savings Systems Co. 


**Good Things for Banks’’ LANCASTER, PENNA. 
CANADIAN DISTRIBUTORS: 


Business Systems, Ltd., Toronto, Ont., Canada 
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discovers that his memory has been accurate; the 
car card and the newspaper advertisement represent 
the same institution. This pleases him and conse- 
quently he becomes pleased with the institution in 
question. Later, when he steps off the car, he comes 
across the bank's poster. He reads it with renewed 
interest; and the bank may rest assured that it has 
gained a friend. This is by no means an exceptional 
case. Every day a well rounded publicity campaign 
acts on people in this manner. 
Men and women and younger 





people are equally suscep- A —_— 
tible to the appeal of a well Strength 


directed poster campaign rein- 
forcingthe regular advertising 
of the bank. 

The making and placing of 
posters is already a well de- 
veloped and competently 
managed business rapidly as- 
suming the importance of a 
profession. The financial in- 
stitution has merely to call in 
the local representative of the 
poster company or agency and 
put the proposition up to him. 
As a rule the results of such 
a step bring conviction to the 
banker. Every year more 
financial institutions are being 
won to this particular form 





THE STRENGTH OF 

2 rerric) ; THE BANKERS TRUST 
oO 

of adv ervising. COMPANY is founded upon 

the bedrock of character.ex- 

penence and great financial 


The advisability of poster 
advertising depends to a great 
extent upon the location of 
the financial institution. There 
are some banks which perhaps 
would not greatly profit 
through a poster campaign. 
Yet it may be said that as a 
general rule there is a logical 
place for outdoor advertising COMPANY 
inthe publicity appropriation BE pean Mme sium TSE 
of every bank. Naturally this : 
appropriation would not be Fig 
large by reason of the fact 
that such a campaign would, in the requirements of 
most financial institutions, be local in extent. Hence 
the advantage of economy reinforces the advantages 
of direct and concentrated appeal. 


resources 


the Company has come 
das @ tower of strength 
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plete equipment and far-reaching 
banking connections 
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Harmony of heading 


copy and illustration 


HAT isa very pretty advertisement of the National 

City Company (Fig 1). It is certainly an old- 
fashioned scene represented in the picture, but | think 
a good deal is left to the imagination as far as the 
thrift is concerned. Maybe that makes a bette 
advertisement, at that. It looks like a comfortabk 
home and the spinning wheel would seem to indicat 
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ITH last year’s business out of the way, now is the time to 
prepare for the 1920 campaign. A business worth while 


cannot stand still—it must forge ahead; what was good 
enough yesterday will not do today. 


No doubt, you have already analyzed many of your departments and 
have improved them. But, how about the “Interest Department?” 


Just stop to think:—Interest is the 
foundation your business is built on. 
It is interest you are in business for— 
it is the most important department 
in your bank. 


Close investigation of the Interest 
Department will reveal leaks, due to 
inferior methods. Our investigations 
show that men in the same bank use 
different methods, invariably arriving 
at different answers. But this is only 
due to improper tools to work with. 
Methods used years and years—even 
centuries ago—are out of date; they do 
not conform with modern advancement. 


It will pay you to also make the Interest 


Department 100% efficient. The 
Meilicke Calculator alone can put this 
department right. Bear in mind, it com- 
putes time and interest simultaneously, 
eliminates three-fourths of the problem, 
and proves the answers as it goes 
without an extra effort. 


Our National Advertising Campaign 
and efficient Organization will make 
this machine standard equipment in all 
banks. Why not be a leader in your 
vicinity and let others follow ? 


You owe it to yourself as well as your 
Bank to investigate now. Present 
users all regret that they did not buy 
sooner. 


eilicke. 


Calculator Company 


352 N. Clark St. 


CHICAGO, ILL. 
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its meaning is cent me by G. || The Oakland Bank of Savings 
‘Sone poses "$23,000,000.00 . : J ’ Quitend tad - 
Resources Over $34, 000,000.00 better than one a Spry adver- and Oakland Industries 
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not meet the specifications as above, your criticism is interesting Fis. s. Oeiiend indenurics 





that some in-_ willbegreatly appreciated.’ I agree with Mr. Meyer’ 


S 











Save Time, Space, and Increase Efficiency 


HE accompanying photograph shows 
the Falls Combination Bookkeepers 


Desks in the Northern Trust Company, 
Chicago, ready for the young women to sort 
their work before posting. In this position 
the desk affords a large, flat surface such as 
is needed in this work. 


In next month’sadvertisement will be shown 
the same desks, with tops raised and thrown 
back, and the young women seated before 
the Burroughs Machines posting from media 
they have just sorted on top of the desk. 


By placing the Burroughs in the desk, the 
machine and desk occupy the same floor 
space, thereby saving room because the 
bookkeeper can do all of his or her work at 
the same desk. It also provides a con- 
venient shelf for the ledger tray and drawers 
for supplies. These features not only 
economize in space, but save considerable 
time and increase efficiency. 

We build combination desks to fit all book- 
keeping and calculating machines, all of 
which are fully covered in our patent appli- 
cations. Detailed information will be given 


if you write us and state style of machine 
you are using. 


THE FALLS BANK DESK COMPANY [nx 


INC. 
4408 Oakenwald Ave., CHICAGO, ILL. 
THE FALLS COMBINATION DESK COMPANY, LIMITED, LONDON, CANADA 
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id the typographical arrangement quite satisfactory. 


S™\NE of the most admired of recent bank news- 

paper advertisements in New York was that 
Tower of Strength” advertisement of the Bankers 
[rust Company (Fig. 3). It seems particularly 
ippropriate on account of the tower-like structure 
which houses that great institution. 


age tinenwang to the advertisement of the Atlanta 
National Bank reproduced here (Fig. 4), I criti- 
cized it for the benefit of Fred Lewis, of the Lewis 
& Coffee Advertising Agency, Atlanta, Ga., who sent 
it tome. My comments were as follows: 

“There is too much matter for the space, and a 
little simpler typographical arrangement, together 
with a larger picture of the bank's building, probably 
would result in a more attractive advertisement. I 
also think the advertisement would be more inter- 
esting if you had a different heading for each one. 
Several of the numbered series do not seem to have 
any special heading.” 


NOTHER idea which is good for one bank in a 

town—the bank that sees it first—is the boosting 

of local industries. From time to time I have repro- 

duced such advertisements from different series and 

here is one of a series (Fig. 5) up of three showing 

how the Oakland (Calif.) Bank of Savings has done 
this successfully, 





Business Brought out of Babel 


(Continued from page 15) 

employee is permitted to retire when he has reached 
the age of sixty, and he is entitled to the pension if 
he has been in the service of the bank for twenty 
years or more. If he does not ask permission to retire 
when he reaches the age of sixty, the bank may 
require his retirement, or request that he continue 
with his work, depending upon the decision of the 
board of directors. 

Our deposits now exceed $17,000,000. Our growth 
has been steady—not phenomenal—and we like to 
feel that it is due to appreciation of our efforts to 
be genuinely helpful to all c'asses of depositors. In 
introducing our organization chart, we had this to 
say of it: 

“The results of this scientific plan of operation 
are to facilitate the handling of every detail of the 
work in our institution; make for efficiency; promote 
a more perfect understanding between the em- 
ployers and employees; establish unity of purpose 
and promote the greatest possible service to our 
customers, which is our desire at all times. Speak- 
ing of service, we invite you to make use of the fol- 
lowing facilities, cheerfully, at your disposal, free of 
all charge.” Then we itemized a list of the services 


























Distribute Home Savings Banks 
and Watch Your Savings Account 
Department Grow 


ANY financial institutions have used home savings 

banks to build up their savings account departments. 
Home safes stand guard in the home. They afford an 
excellent means to protect the small coins that usually 
start savings accounts. 


Our banks are provided with keys which the savings de- 
partment retains. The home safe can be opened only at 
the time of deposit; a coin once inserted cannot be re- 
moved through the coin slot. 


Let us send you the evidence of success which many 
banks have had in building up their savings account de- 
partments with home savings banks, together with a 
catalog which illustrates the various home safes which 
we manufacture. 


We also conduct service campaigns to assist 
in procuring new savings accounts. Write 
for our complete plans. 


GOODMAN & DIEDERICH, INC. 


Exclusive distributors of Stronghart Saving Devices 


to Financial Institutions 
20 East Jackson Blvd. CHICAGO 
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Tue Bankers AMERICAN CALENDAR 


Different from All Others 


r ee aad a | An 8-Sheet Plain 


AMERICAN ALMANAC CALENDAR Type Calendar, 


size 12x19, printed 
ee | Pe hare 
Production Record of Poultry. Eggs, Butter. Cream and ’ 
other farm products. Shows Holidays, Church Days and Bl a ck t t h a t con- 
tains more _infor- 








Moving Festivais. Zodiac Signs. Eclipses, ctc. Weather 
Forecasts. interest Tables. Parcel Post Rates, etc. 


vow Adv. Printed in this Space 
TW TE DY Er mation of daily in- 


7927 SUNMUMTY: 1921 terest to country 


ves Mon) Sue. ee | Fee| Fre. Sat. renee Chae: any 
Our Little Brownies | other calendar or 
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almanac. Because 





it is appreciated by 
their customers, 


many bankers say: 





“Tt is our best 


advertisement.”’ 








We sell but one 


| customer in each 























town, so write us 





for sample and 








| @@ Oo Not Teer off, but Turn Leaves Over we 


option. 


AMERICAN CALENDAR COMPANY 


GREENEVILLE, TENN. 














The faster the left hand turns up the items the faster you can list them 






Separate compartments for 
listed and unlisted items— 


1. For checks not listed. 
2. For checks listed. 


3. For deposit tickets not 
listed. 


4. For deposit tickets 
listed 


Saves Time for Busy Bankers 


Every minute and every motion can be made to count if you 
use a Coleman Time-Saver Check and Deposit Tray. 

The ideal way to keep checks or deposit slips arranged in con- 
venient order to facilitate listing or posting. Enables the 
operator to save many minutes of valuable time each day, and 
to avoid dropping or confusing items handled. No delay for 
tellers or clerks; the left hand turns up items as fast as the 
right hand lists them. Apply the principle of the currency 
drawer to your bookkeeping methods. 

Thousands of banks al! over the country use Coleman Time-Saver Check and 


Deposit Trays. Many large banks have equipped ail machines. No bank 
small to use profitably. 


Price $9.85 f. 0. b. Detroit, Mich. 
COLEMAN TIME-SAVER COMPANY 


1011 Majestic Building DETROIT, MICH. 
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which a stock yards bank is especially capable of 


rendering. “In fact,’ the statement concluded, 
“nothing is too much trouble for the National 
Stock Yards National Bank that would be a conven- 
ience or courtesy to our customers and friends 








A “Drum” That's Worth the Hearing 


Continued from page 16) 





co-workers says, consist of Swinburne and Henrik 
Ibsen, croquet, euchre, Chopin and Beethoven. He 
joined the Northwestern National organization in 
1896 and when the Maine was sunk in the late nineties 
he concluded it was time for him to get into the fuss 
with Spain. The recruiting officers, however, decidec 
he was not old enough or strong enough to carry a gu 
and sixty pounds of pack. But he could play the 
clarinet, so he enlisted in the Thirteenth Minnesota 
Infantry band, expecting to clean up in Cuba. Instead 
with clarinet and gun. he chased Aguinaldo all about 
the Philippine Islands 


Of Course He Showed Em How to Play It 

When he returned he was made teller, information 
clerk and, finally, advertising manager and editor ot! 
The Big Drum. His inimitable humor has made a 
reputation for the publication and made it a delight 
to an army of readers. 

He was barred from service again when the world 
war broke, but he got into the Y. M. C. A. anyway 
determined to slam Wilhelm in Berlin. But he wound 
up near San Diego, California, where he wheeled 
‘scum’ in a fertilizer factory making a by-product for 
munitions plants. 


They re Poison to Some 

After the armistice he got into editorial harness 
again. 

Mr. Merrill is extremely modest and extremely 
likable. He is besieged with requests from all sorts of 
magazines to “write something. He prefers, though 
to pour out his humor in The Big Drum that he has 
developed in the bank with which he has been identi- 
fied so long. 


Weve Got a Waffle Iron 

He has served in every department of banking, which 
perhaps is one reason why he also writes splendid 
advertising copy. Because of its quality, the head ot 
an advertising agency of reputation recently told an 
officer of the bank that his agency “never had the 
nerve’ to solicit any business from the bank or sub- 
mit samples of what it could do. 

His series, “The Strength of the Northwest, part 
of which has been reproduced in these columns, 
attracted especial attention among financial adver- 
tisers. 


Epitor’s Note: The subtitles in this production have been 
lifted bodily from The Big Drums article, “‘October Nuts. 
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Forty-six Per Cent ‘‘In the Fold” 


(Continued from page 13) 

heserve idea; they know that the lowering of reserves 
hich the system permits is a good thing for the 
sanking world. Hence, the majority of them are 
trankly advising their country correspondents to join 
the system. And one glance at the deposits of city 
banks as a whole over a period of a year or more 
shows how little real effect the growth of Reserve 
membership has had upon them. 

It is safe to say that the state banker can count 
on the co-operation of his city correspondents in the 
movement to bring them into the Federal Reserve 
told. There are services which the big bank can ren- 
der which more than offset the loss of balances which, 
to a degree. must attend a general influx into the 
Reserve system. It can do one thing which the 
Reserve hank cannot do—buy your customer's note, 
endorsed without recourse, permitting you to re-loan 
the money 
3—"We don't like to see rediscounts or bills pay- 
able appear on our statements.” This objection is 
quickly overcome. If everybody did business that 
way there would be no borrowing. The immense 
credit structure which is business would no longer exist. 

4—"']lf we are members we must remit at par, there- 
by losing our exchange.’ The Federal Reserve repre- 
sentative answers: “You have always been paid for 
remitting at par. It looked likerevenue but it wasn't, 
for exchange has been taking care of accounts which 
it did not pay you to carry.” 

The Federal Reserve Branch Bank in Detroit has 
in its files one instance in which a bank was carrying 
225 accounts which either were overdrawn or were 
down to less than one dollar. In another bank 48 
per cent of the accounts represented 3 per cent of 
deposits. In other words, exchange, instead of mean- 
ing real income, has been a stopgap in many banks 
to offset a source of loss which should not exist. 

As part of its campaign for par points the Federal 
Reserve Bank in this city has called to the attention 
of bankers that overdrafts are really unauthorized 
loans. so regarded by law, and has urged advertis- 
ing and personal solicitation on their parts to get their 
customers to regard their bank balances as a personal 
reserve, to be carried at a safe level at all times. Their 
attention has thus been directed toward the weeding 
out of unprofitable accounts or to bringing them 
above the profit line. One bank in a single year in- 
creased deposits $400,000 by such methods, and 
reduced losing accounts to a minimum. In a case 
like this the exchange bogey quickly assumes little 
Or no importance. 

5—Misinformation is one big factor which the 
lederal Reserve bank must offset at all times, and 
this misinformation takes all forms. Frequent bul- 
letins are issued by the Federal Reserve Board, but 
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After the fire it is 
too late 


Do you know that the United States fire loss last 
year was over $300,000,000—$570 a minute ? 


.... that the United States has nearly 525,000 fires 
a year—one for every minute ? 


Your turn may be next. Then it’s too late to think 
of protection for those priceless papers your depositors 
have entrusted to your care. 


Not to safeguard these records is to violate a trust 
and possibly bring hardship and even ruin upon others. 


After the fire it is too late! Act today. 


Proven, certified protection 


THE SAFE-CABINET gives proven, permanent resist- 
ance to heat. This has been demonstrated in exacting 
furnace tests. It bears the highest rating of the Under- 
writers’ Laboratories—the Class “A” and the Class “B” 
labels. 


Capacity, efficient filing 
devices, mobility and econ- 
omy are some of the things 
that make THE SAFE-CABI- 
NET the practical, efficient 
safe. 


A Service for You 


THE SAFE-CABINET COMPANY 
will inspect your premises for fire 
hazards and show you how to guard 
against them. We advise on better 
methods of housing, filing and pro- 
tecting your records. The advisabil- 
ity of adopting our recommendations 
is then a matter for your decision. 














THE SAFE-CABINET COMPANY 


Originator and Sole Manufacturer of ‘ 
THE SAFE-CABINET oi7eo7 Sire" 
172 Greene St., Marietta, Ohio 
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Daylight and Eyes 
Nature’s Great Gifts 
Nature made both daylight and eyes—the daylight so 
that eyes could see and rest. Science now makes day- 
light that extends to every hour of the twenty-four. 
A NEW DAYLIGHT ATTACHMENT 


modifies electric light in Emeralite, softens the red rays to daylight tone, 
thus adding to the eye-saving value of the Emeralite green glass shade. 


Emeralite fixtures are now made in special designs for bookkeeping, 
adding and calculating machines. Lights keyboard and tables perfectly, 
enabling operators to do better work. Warns when motor is running need- 
lessly. Finished in black and nickel and attaches to any type. Price, 
complete with attachment, $15.50. Sent on approval. 


Send for booklet describing 40 different designs 
for all kinds of desk and office uses. 

H. G. McFADDIN & CO. 
40 Warren St. New York 


ial screen F 
changes harsh 
electric light to 
soft daylight; is 5 
kind to the eyes 
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in very many banks they are not read with sufficient 
care to insure maximum service from the system. If 
such member banks had a single employee whose 
duty it was to read and analyze these bulletins, sort- 
ing the information and seeing that the proper officers 
saw all data that concerned them, some of these dis- 
torted ideas could be avoided. 

For instance, one banker has an idea that every 
note rediscounted at a Federal Reserve Bank must be 
accompanied by a financial statement. <A _ bulletin 
of questions and answers issued last year by the 
Federal Reserve Bank of Chicago contains very explicit 
information on this point. 

Again the doubter asks: “How much does it cost?” 
and is told that the member must subscribe 6 per 
cent of his capital and surplus, with 3 per cent paid 
in, and will receive dividends of 6 per cent on that 3 
per cent. But someone has told this banker that 
some banks have never received their dividends, 
which is an out-and-out instance of misinformation. 

Among the miscellaneous objections, too, is a con- 
viction that membership in the system brings the 
bank under the dictatorship of the Federal Reserve 
Board as regards its operation; while others believe 
that they would come directly under the authority of 
the comptroller of currency. Both of these ideas are 
dispelled by a simple explanation of the real facts. 

The above summary shows, briefly, the main lines of 














Safety— 


together with a neat, dignified check 








THE FIRST NATIONAL 
BANK of Portland, Me., is 
using a lithographed check 
with the Manco Safety Tint 
background. A neat, im- 
pressive check, and, at the 
same time, a protection to 
them and their patrons. 














WILLIAM 


OU need not worry about your checks being raised, 

if you use Manco Safety Tint background on them. 
Any tampering with the name or amount, whether 
written with pen or typewriter, will erase the tint. 
This erasure cannot be hidden—it clearly spells tamper- 
ing, and will not be honored by a Bank. 
Manco Safety Tint is the result of many years of ex- 
perimenting and we believe that it is now the best and 
the safest for checks. 


The Manco Safety Tint can be made to reproduce your mono- 
gram, building or any design you may desire. Such a background 
on your check, done in a soft color, lends quality and dignity 
which are very marked. 

Specimens and designs gladly submitted. 


Blank Books—Bound and Loose Leaf—Lithographing, Printing, Engraving 


Office Stationery and Supplies 


MANN COMPANY 
PHILADELPHIA 
FOUNDED IN 1848 


New York Offices: 261 ‘Broadway 
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r-sistance met by the Federal Reserve Bank in its 
contact with the “doubting Thomases” among state 
bankers. It shows to what an extent the task of 
increasing Reserve membership is an educational task. 
[he facts are the same everywhere; presumably the 
same resistance exists in every state; and certainly 
the same counter-arguments exist. Yet all states 
have not met with equal success in this work. 

The answer to Michigan's unusual showing in the 
matter of Reserve membership obviously lies in the 
fact that in the Wolverine state the bankers have been 
made better acquainted with the facts. The method 
issimple. It has been done simply by salesmanship, 
advertising—which is another form of salesmanship— 
and service. 

Last February the Detroit Reserve Bank started 
a campaign for par points among non-remitting bank- 
ers. The results were interesting, not alone because 
the campaign brought many banks into the par remit- 
tance class, but because it showed up so clearly the 
need of education among bankers on what the Reserve 
system can do for them. 

So the personal salesmanship idea was carried one 
step further. In the past eleven months between 200 
and 250 banks have been called on personally by a 
Federal Reserve representative operating in the Lower 
Peninsula. Points of objection to membership have 
been taken up and met as they were raised, and 
the advantages of the system have been explained 
from every angle. 

The Detroit bank has gone into the campaign with 
the assumption that if all state banks knew, as the 
heads of the system know, what it will do for them 
there would be no hesitancy in joining. So much 
for salesmanship. The service has taken several 
forms. The Reserve bank has made its members and 
prospective members feel that it is their friend, to 
be called upon for any service it might reasonably 
render. Their applications have been written up by 
a Reserve representative; bankers who are mem- 
bers have been shown how they can use the system to 
the fullest extent. There have been outings and 
group meetings of members and non-members, at 
which all phases of the topic have been discussed 
frankly and fully. 

There are a few conclusions which we may sum- 
marize 

First— The large bulk of members of the system are 
satisfied that it is a good thing for them. 

Second—Hence, many more would join if they could 
get this same point of view. 

Third—The task of education is strictly up to the 
Reserve banks themselves. Non-members have a 
right to call for selling arguments, just as they would 
in a case of merchandise they might be buying. Some 


members express dissatisfaction, but the main rea- 
son would appear to be that they are not utilizing the 
system as fully as they might. 


In such cases, of 
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LINEN LEDGER 
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DOES NOT WRINKLE OR TEAR 





EDIUM-PRICED ledger papers have 

not proved satisfactory for use in the 
new systems of Machine Bookkeeping. They 
lack the necessary stiffness and strength of 
fiber. The common grades of ledger paper 
fray around the edges, grow flimsy, and crack 
and bend. TypocounT has the necessary 
strength and durability to stand hard use, 
without sagging and slipping when it is finally 
filed in the Binder. 


Dr 
YPOCOUN 


TOME LEDGER 


TypocounT has that smooth, firm finish which 
insures sharp and clear impressions from machine 
type. In color TypocounT is a restful buff, the 
exact shade to reduce eye-strain to the minimum 
and also prevent the soil of repeated handling. 
The moderate price of TypocounT makes it 
practical for offices where price is a consideration. 
Specify TypocounT Ledger Paper when ordering 
replacement sheets for your Machine Bookkeeping 
System. Any stationer or printer can get it for you. 


Send for TYPOCOUNT Sample Book. 


Byron Weston Company 


IN THE FIRST PLACE—WESTON’S PAPERS 
DALTON, MASSACHUSETTS 






e 
fem 


Clearing House 


ae 





ADVERTISING 





SECTION 








—The 


Bu rroughs 
Clearing House 


YY 





The Faultless Turning Post Ledger 


was adopted by thousands of banks last 
year for their machine posting. 





Since these in- 







stallations were 
made under con- 
ditions of the 
keenest com- 
petition, 
is it not 
reasonable 
to pre- 
sume that 
MERIT 
dictated 
the choice? 


Write for circular 


“e- 


For locating accounts the Faultless Turning Post Ledger posesses 
every advantage of a vertical file. 


For reference, it is as accessible as an ordinary ledger. 


For holding sheets firmly, without mutilation, it is unsurpassed. 


STATIONERS LOOSE LEAF CO. 


NEW YORK MILWAUKEE CHICAGO 


























CN SS spp ee KKK 
— 





THE BRIDGE THAT SPANS 
MIGHTY GAPS OF COMMERCE 


HE bank check is the link that brings to- 

gether the buyer and the seller and sums up 
all the work between raw material and finished 
product. 


We try to train our employees to see with the eyes of the 
imagination the significance of the thousands of checks that 
go through the bank each day and the important part these 
instruments play in the world trade. An employee who 
comprehends the scope of a great bank’s business can meet 
‘he needs of customers intelligently and communicate to them 


the spirit of the institution. 


PHILADELPHIA 
NATIONAL 
BANK 


PHILADELPHIA, PA, 


course, the fault lies primarily with the Reserve bank: 
it must deliver the service it owes its members 

The following quotations from new members in 
Michigan, who until a few months ago were passive, 
if not active, opponents of the system, speak for 
themselves. They show the real reason why banks 
join the Federal Reserve: 

“Membership in the Federal Reserve System has 
very materially assisted us, through rediscounting, in 
meeting the heavy demands for credit during certain 
periods of the year; also enabling us to keep all of our 
money employed, not having to anticipate our wants 
to as great an extent and thereby hoarding up idle 
money to meet the seasons demand. We are con- 
stantly reaping more benefits as we adjust ourselves 
in taking advantage of the many services ottered by 
the System. © 

“Since the approval of our bank for membership 
we have lowered our reserves considerably: we have 
borrowed from the Federal Reserve Bank and are 
greatly impressed with the simplicity in connection 
with all dealings with the Federal Reserve Bank ot 
Chicago. We have no correspondents other than the 
Federal Reserve Bank of Chicago. Items not on their 
par list are sent to them for collection and in this way 
the Federal Reserve Bank handles all checks tor collec- 
tion. We find their exchange drafts serve our cus- 
tomers just as well as New York exchange 

“We are greatly pleased with our membership in 
the Federal Reserve System and glad to endorse it 
heartily.” 

“We are convinced that we have the advantage 
over our competitor bank in advertising that we are 
members of the Federal Reserve System. for we be- 
lieve that many of our new customers have 
fluenced by such advertisements. 


been in- 


“We have found it much easier to borrow money 
and can always borrow at a desirable rate, which is a 
further saving to the institution and enables us to 
take care of all legitimate demands of our customers. 
Free shipments of currency and free telegraphic serv- 
ices are other features which we have enjoyed 

“We would highly recommend membership to any 
bank contemplating joining the Federal Reserve Sys- 
tem.” 

“We enjoy the privilege of leaving our bonds for 
safekeeping with the Federal Reserve Bank, and the, 
not only clip the coupons when due but hold the bonds 
in their office so that same can be used as collateral 
to loans or left merely for safekeeping. This lowers 
our liability so far as burglary is concerned and also 
makes it very convenient if we wish to borrow money. 

“About a year and a half ago we invited all of the 
bankers in this county to meet with us, and at the 
same time we invited the officers of the Detroit Branch 
of the Federal Reserve Bank of Chicago to explain 
the advantages of membership. Every angle of the 
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ervice of the Federal Reserve System was discussed 
and we can no doubt attribute the influence of this 
meeting to our joining the Federal Reserve System.” 


Linking the Bank With the Home 


tinued from page 18) 





1dvertisements, she learns when and where the best 
values are offered; all articles not included in her list 
are passed over. She is aiming, not for a heterogeneous 
collection of odds and ends, but for a well-matched 
ind artistic wardrobe. 

Also, through the courtesy of the Pennsylvania 
State College, we are able to supply a wide selection 
of practical pamphlets dealing with such subjects as 
school luncheons, food requirements, dressmaking at 
home, care and remodeling of clothing, etc. We have 
a remarkable distribution of these pamphlets, and very 
often women who have tried them come back and 
tell us how helpful they have found them. 

The work of the department by no means ceases 
with the preliminary interview, nor with the placing 
of the budget book and pamphlets. On the contrary, 
that is only the first step. A card index system records 
the names of every person interviewed, also the date 
upon which they received their budget book and 
whether they are depositors of our bank. Once 
a month return follow-up cards are sent to all budget 
owners. They are asked to use the return half of the 
card to let us know how they are getting along with the 
system. They are also invited to come to the bank 
for any additional help they may need. In order to 
attract attention to our department and also to try 
out the interest of the community in savings, we 
conducted a prize contest. We offered cash prizes 
for the best 100-word letters on “One Way I Save.” 
The response was excellent. From the letters received 
we are going to compile a “Thrift Booklet’ which 
we believe will be of great help in disseminating 
practical suggestions. 











Housing an Orphan ‘‘County Fair’ 
Continued from page 10) 
not unmindful of the important role the farmer plays 
in economic life. A rose and peony show, held under 
the auspices of the Paterson Floricultural Society, also 
proved a huge success. 

The three objectives in the whole campaign—to 
increase food production, to aid thrift in the home 
and create a closer relationship between producer 
and consumer — were more than achieved, in our 
opinion. The campaign proved the value of turning 
spare hours into garden products and canned goods 
and helped develop a genuine community spirit. 

As a result of the activity of the institution in this 
sort of work, a movement is now under way to hold 
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“Meeting Bank Business 
at the Train” 


ERE’S an interesting bank story—written by 


a banker—telling how deposits were in- 
creased 3314% in twelve months. 
It’s so decidedly worth while that we reprinted it in handy, 
readable form. It relates an experience every banker should 
profit by. In a way, it’s an exceptional bi anking achieve- 
ment. We'll gladly mail a copy to you free upon request. 


It tells, also, of the important work the Addressograph 
does in building bank business. ‘Thousands of banks use 
the Addressograph for writing names, addresses (or other 
data) on a// forms. Mistakes are impossible. The savings 
in time and money are tremendous. Learn how the Address- 
ograph will benefit your bank. 





Have a Hand Addressograph dem- 
onstrated in. your bank without 
obligation. See for yourself what it 
will accomplish. Write for booklet 
and this free demonstration —today! 








Alddresso Addressogfaph 


= PRINTS FROM TYPE 
(10) 


908M West Van Buren Street Chicago, Illinois 
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DE LUXE LINE 


MAXIMUM 
MACHINE EFFICIENCY 
BOOKKEEPING IN 
EQUIPMENT 
AND MECHANICAL 
SUPPLIES POSTING 





The increase in the demand for De Luxe 
Machine Posting Equipment and Supplies 
has been so great that we are having diffi- 
culty in manufacturing a sufficient quantity 
to meet the needs of users—old and new. 


Notwithstanding the fact that our production 
facilities exceed those of any other manufac- 
turer the volume of business at times makes 
delays inevitable. 

For this reason we suggest that you consult 
with your dealer regarding your require- 
ments as early as possible. 


Manufactured and guaranteed by 


WILSON-JONES LOOSE LEAF CO. 
CHICAGO NEW YORK 
Largest Manufacturers of Loose Leaf in the World 
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THE BROOKLYN SAVINGS BANK 
ESTABLISHED 1827 
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PLEX Elec s Signs are hot a hit-or 
zs miss affair, but signs especially de 
_ signed for banks—raised, snow-white lette a 
- (on a dark background. Perfect day signs af@ By 
_ well as night signs. A line from you wil 
_*) bring full information, including a sketch. 






*, 


fe an Electrical Advertising 
4 ) The Flexlume Sign Co. 1441-87 Wiadbee 6t. Buffs 
& : Pacific Coast Distributors Canadian Distributors 
Electric Products Corp. The Flexlume Sign Co., Ltd. 
Los Angeles, Cal. Toronto, Ont. 
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‘BANKERS ° 
B CONSTRUCTION 7 CO 


DENVER COLO 


ARCHITECTS ENGINEERS AND BUILDERS OF 
BANK BUILDINGS AND EQUIPMENT EXCLUSIVELY 


AT A PREDETERMINED AND GUARANTEED ESTIMATE OF COST, 

THIS ORGANIZATION EXECUTES CONTRACTS AND PROVIDES 

A COMPLETE SERVICE WITH, UNDIVIDED RESPONSIBILITIES. 
INQUIRIES INVITED. 


Gon 








a ‘county fair” in 1920. This will be for the enlighten- 
ment and pleasure of the urban as well as the suburban 
public, and should prove a big factor in civic develop- 
ment. Incidentally, it should be a reminder that a 
bank may find many ways to serve the public besides 
receiving and investing its deposits. 








The Autobiography of an Unsuccess- 
ful Banker 


(Continued from page &) 

peculiar kind of animal called the gyascutus. The 
peculiarity of this animal lies in the fact that the two 
legs on one side are shorter than they really ought 
to be. Consequently the gyascutus can feed only 
on a steep mountain side. There are two varieties 
of gyascuti—one with the right short and the other 
with the left. So they feed around the mountain in 
opposite directions. The only two specimens of gyas- 
cuti became extinct because as they grazed they met 
each other and neither would side-step, and in the row 
that ensued both fell to their death. 

| had found that all the arts and sciences of the old 
academy were of little value in the practical work of 
a bank. | had discovered that being a publicist- 
reformer was dangerous and likely to cost me my job, 
so | became a gyascutus-banker, a one-sided, lop- 
sided sort of an individual. I went to the other 
extreme. I quit everything but my job. I focused 
the dissipated energies on one thing, and this was 
almost as bad for me as the scattering process. Some- 
how | never have been able to get my activities well 
balanced. I have been either a right- or left-handed 
gyascutus all my life. 

[ could mark the spot on the sidewalk where some- 
thing said to me: “Boy, there's a great chance com- 
ing your way some day. Get ready for it.” When 
and where the chance was to be | had no information, 
but it was a heavenly vision and I obeyed. I began 
to read. | read everything from the Encyclopedia 
Brittanica to Ridpath’s History of the World. 

As a boy | went, for a few months, to a neigh- 
boring German parish school. Our bank had a large 
following of German-Americans. My superior spoke 
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Bank Advertising Experience 


by T. D. MacGREGOR 


is bought by bankers because it is a practical, many- 
sided discussion of financial publicity, based on the 
best in current bank advertising. Its author is recog- 
nized as an authority in his field and one who knows 
his subject from A to Z. 


We shall gladly send this book to banks and trust 
companies on approval. 


Price $2.00 postpaid, anywhere in the U. S. or Canada 


The BURROUGHS CLEARING HOUSE 


Detroit, Michigan 











the language fluently. It was a business asset. | 
had studied Germantwo years inschool. | concluded 
this to be a proper outlet for my energies and went 
back to it with a zeal that was worthy of a better 
cause. I got out my old dictionary. I bought the 
German papers. I spent my evenings translating the 
news. Whenever | found a new word | put it down 
in my notebook, and as | rode the four miles to and 
from my work on my wheel, | carried my little book 
with me and mumbled over and over and over the 
words and phrases | had jotted down. For 
years I continued this nerve-racking process 

Temperamentally, | am bashful. I lack confidence 
in my own ability. [am loath totry new things. And 
after all that struggle, trying to acquire something that 
was entirely foreign to my tastes, I ventured one day 
to try my hand. A new depositor came in and would 
open an account. She was German, so | began to 
flatter her in her native tongue, as my superior would 
have done, and had not gone far when she interrupted, 
saying: “If youre trying to talk to me, use English 
and I'll understand you.”’ I have never tried it since, 
and so ended those long years as a linguist. 

Having found German hard to acquire and difficult 
to use, | took up banking history, banking practice, 
banking law, psychology, for these I could absorb and 
ultimately hoped to use. I was at last on the right 
trail, as subsequent events site But it took many 
years to find it out. | discovered that the successful 
banker must think banking thoughts. He must have 
a financial mind. He must like “dry” reading. He 
must drawconclusions. He must be able to analyze men. 

It is a fine art to run a bank. It cannot be learned 
in books, neither can it be learned wholly by working 
in a bank. There must be a combination of the 
theoretical and the practical. There is no royal road 
to banking success, but he who gets a good start and 
keeps going is likely to arrive some day. I got a bad 
Start and stopped. 

My engine knocked. It was hitting on three cylinders. 
The road was slippery, and I was making a lot of effort 
but getting nowhere. (To be concluded) 
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Use This Machine and 





Watch Your Footings INCREASE 


Increase your deposits. Keep in touch with 
your customers. Reach out after new business 
—with clean-cut, strong, direct advertising. 
You can do it now at a fraction of the cost of 
printing. You can duplicate form letters, bul- 
letins and forms—typewritten, hand-written, and 
illustrated—without setting type, without 


delays, almost without cost, with a 


ore. DUPLICATOR 


Used by growing banks everywhere. Anyone 
can operate it. 50 to 75 copies a minute and 
at a cost of 20c per thousand. 


We have many samples of bank letters and 
advertising matter— successful ideas that other 


Write for 


banks are using with profit. 
copies of them. 


FREE TRIAL 


The Rotospeed, with complete 
equipment, will be sent to you 
on Free Trial. Use it. Try it 
out. Compare it with any other 
duplicator at any price. It , 
will save its cost beforeyou .” 
have to decide whether to : 
keep it or not. 


rd The Rotosneed Co. 
193 E. Third St. 
Dayton, Ohio 


Send at once, without obliga- 
r tion to us, booklet, samples 
ma of bank advertising and details 


: 
Mail the coupon for ° 
booklet and details of 
this unusual Free 








1 2 of Rotospeed Free Trial Offer. 
Trial Offer. : 
@ 
The Rotospeed ~ Name 
« 
Company F i 
193 ¢ = Address 
E. Third St. ¢ 
Dayton, Ohio my 
« 
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Four of Many Burroughs Uses 


Individual 
Ledgers and 


Statements 


HE Fourth National is proud of its 

savings department. It has on deposit 
more than $2,000,000, an amount constantly 
increasing. There are over 9,300 accounts, 
about 300 of which change daily. During 
the past six months an average of 460 new 
accounts have been opened each month. 


This department is run by a manager and 
three girls, with four Burroughs Machines. 


All accounts are filed according to account 
number. A bookkeeping machine posts all 
ledgers, and all postings are proved on the 
Burroughs by the old and new _ balance 
method. The difference between the two 
should equal the difference between the 
deposits and the withdrawals. This depart- 
ment also finds the Burroughs invaluable 
for much miscellaneous figuring. 

The manager of the Savings Department says that the 
Burroughs Machines on this work effect a saving of 
33137 in time and the employing of two more clerks. 


SECTION 


Fourth National of Macon, Ga..G 


sets Real 


Results on Heaviest Figuring Jobs 


N the Individual Bookkeeping Department 
there are 5,000 active accounts and approxi- 
mately 3,000 inactive accounts all handled in 
twelve ledgers. Four bookkeepers post three 
of these each and four men handle statements. 


About 1,500 accounts change daily with an 
average daily posting of 4,000 items. Book- 
keepers make three runs—8:15 a. m., 10:30 
a. m. and 2:30 p. m._ Postings are proved 
by calling the ledger balances back against the 
statement balances. A long balance is run 
every Thursday. 


The manager of this department estimates 
that on this work alone 30% in time and 20% 
in salaries is saved through the use of Bur- 
roughs Machines. He says the machines paid 
for themselves within a year. 
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In This Busy Southern Bank 


Money, Labor and Valuable Time Saved 
by Burroughs Bookkeeping Methods 


HE Fourth National Bank carries 

approximately 300 country bank 
accounts. Practically all these are 
changing each day making an average 
daily posting of 2,000 items. All the 
work in this department is handled by 
one man who posts the ledgers, a girl 
who handles the statements and two 
Burroughs Machines. Balances are 
proved here also by the ‘“‘call back’? 
system. 


The manager of this department says 
that under the old mental, pen-and-ink 
methods, at least four more men would 
be required to handle this work. 
























Transit 


Work 






Country 
Bank 
Ledgers 
and 


Statements aoe i 


HIRTY-ONE per cent of the banks 
of Georgia clear through the Fourth 
National Bank of Macon. The transit 
department of this bank handles about 
12,000 items averaging $3,000,000 per day. 


- Twenty menandtwelve Burroughs Machines 


handle all this work. 


All transit work is based upon the numerical system. 
Clerks on this work become so familiar with the code 
numbers printed on the checks that less than two per 
cent of the items have to be looked up. All transit 
letters are made on the Burroughs and the numerical 
system has proved entirely satisfactory to both the bank 
and all its correspondents. 


UST as Burroughs Machines are guaranteeing 

efficiency, accuracy and neatness in this banking 
institution and saving uselessly expended money, time 
and labor, so are they functioning with similar results 
for thousands of other users of Burroughs Adding, 
Bookkeeping or Calculating Machines. There are many 
styles of Burroughs Machines—A Burroughs for every 
banking need. 


@ Machines 
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The Elliott rubber printing 


When you remove the 
addressed envelope from 
the Elliott Addressing 
-Aachine it is address side 
up, so you don't have to 
turn each envelope over to 
inspect the address, as is 
necessary with other ad- 
dressing machines. 
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: roll flattens as it prints each 
® address, thus putting an equal 
; pressure on every letterin the 
: address. ‘“Other’’ addressing 
} machines use a hard, flat, 
: unyielding printing head, 
rf which accounts for the un- 
4 -—4 evenly impressed addresses 
: which you so frequently see. 
‘= = You can stencil your addresses into Elliott 
| Address Cards with any regular typewriter. 
— You don’t haveto buy an expensive address 
$ = b 4 embossing machine and you don't haveto have 
‘ = your address plates made outside your office. 
i 
~_ 
‘ 
== 
1 
i — <5) 
Ht — } 
i = MD, neon ow anne tert > con mers oor as BV c ms nn «es eone wells 
— = gc Sao, | a 
: Since Elliott Address Cards are made of fiber you 
‘ can print and write on their frames. We supply them 
= in eight different colors, so you can use color clas- 
; sification. ANY Elliott Address Card becomes a tab 
4 —— card by simply inverting it in the filing tray. Any 
Elliott Address Card will print 10,000 addresses. 
Elliott Address Cards never get stuck when going 
through the Addresserpress. 
A trayful of 250 Elliott Address Cards is only 
13 inches long and weighs less than 2 pounds. Let us send you our booklet on 
**Other’’ address plates are three times as “<Mech 3 1 i 29 
1 bulky and seven times as heavy ecnanica Addressing 
1 
THE ELLIOTT COMPANY 
142 ALBANY STREET CAMBRIDGE, MASS. 
ii Niiiiiiii CTT TTT TTT TT 
>_— G —— + - f-% on! 
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PRODUCED IN THE BURROUGHS PRINT St 
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Savings bank card ledger 
posted by machine— 


B. Savings 
Bank card ledger. Ten 
thousand accounts in 
each desk—ali within 








Savings banks have always found it difficult to keep their accounts 
in bulky books. These books take up considerable space—they are 
heavy to lift and slow and awkward to handle. Time is lost—effort 
wasted—mistakes multiplied. 


Thousands of savings banks use the L. B. Card ledger because it saves one-third to 
one-half in space—takes care of increased business without additional clerks—and 
promotes accuracy. Many of these banks now post their ledgers by machine. This 
results in even greater advantages. 


We have recently issued a folder detailing such an installation in the East Cambridge 
Savings Bank of Cambridge, Mass.—a bank with 25,000 depositors. 


How this bank struggled for years with bulky. books—how increasing business made 
a change necessary—how the L. B. Card ledger was first adopted and why—how easily 
and economically the change was made from posting by hand to machine posting—these 
are some of the points which we believe it will be to your advantage to know. 


Write for this interesting folder—just off the press 





Card and filing Filing cabinets 


systems Founded 1876 wood and steel 
Boston New York Philadelphia Chicago 

43 Federal street 316 Broadway 910 Chestnut street 6 N. Michigan ave. 
Albany, 51 State street Derrek. 68 we blvd. tere se Me., . Masonic bldg. Distributors 
Atlanta, 102 N. Pryor street all River, 29 Bedford street rovidence, 79 Westminster street ; , . 
Baltimore, 14 Light street Hartford, 78 Pearl — Richmond, 1223-24 Mutual bidg. rg a se 
Birmingnam, 2205-6 Jefferson County Houston, 708 Main stree St. Louis, 513-515 Arcade bldg. 0-5 e 

Bank blag. Indianapolis, 212 Merchants Bank bldg. St. Paul, 116 Endicott arcade Los Angeles, McKee & Hughes, 

Bridgeport, 989 Main street Kansas City, 215 Ozark bldg Scranton, 408 Connell bidg. 440 Pacific Electric bldg. 
Buffalo, 120-122 Pearl street Milwaukee, 620 Caswell black Springfield, Mass., Whitney bldg. : 
Cleveland, 243 Superior arcade Minneapoiis, 428 Second avenue, South Syracuse, 405 Dillaye - Dallas, Parker Bros., 109 Field stree 
Columbus, 20 South Third street New Orleans, 512 Camp street Toledo, 620 Spitzer bi : 
Denver, 450-456 Gas and Electricbldg. Newark, N. J., 31 Clinton street Washington, 743 isth street, N.W. Salt Lake City, C. G. Adams, 
Des Moines, 202 Hubbell bldg. Pittsburgh, 637-639 Oliver bidg. Worcester, 716 State Mutuai bidg. Manager, 100 Altas bldg. 
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A Little Cabinet That 
Does Big Things 


HE interruption, steps and time this sturdy 
cabinet saves for cashiers everywhere resulted 
in its name. 


It really is the Cashier's Friend. It’s always near 
his desk to help him out. It makes the many docu- 
ments he must pass upon in the course of the day’s 
work instantly accessible. 


The upper two drawers in the Cashier’s Friend hold 
checks, notes, collateral of every kind. The spacious 
drawer below is an ideal container for borrowers’ 
statements, credit information, correspondence. 


It keeps all the facts a cashier needs to know about 
a customer’s status in one handy compact place in- 
stead of scattered about the bank. 


After work is done, the Cashier's Friend can be 
locked and wheeled into the vault. 


BaKer-VawTer ComMPANY 


Originators & Manufacturers Loose Leaf & Steel Filing Equipment 


Canadian Distributors: CopeLtanp-Cuatterson, Limitep, Brampton, Ontario 


To facilitate deliveries we 
maintain production at 
these points ; 

Benton Harbor, Mich. 

San Francisco, Calif, 

Holyoke, Massachusetts 























